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Plymouth Reports Wide 
Response to New Six 
Broadcast Program 


Orders by Dealers 
Public Run _ to 
Hundreds 


New York, 


nil 


Nov. 2.—Wad- 


a. 


ing through a mass of con- 
vratulatory telegrams this 
morning officials of the 
Chrysler Motor Corporation 


and particularly the Plymouth 
division were making some 
definite appraisal of the ef- 
fectiveness of its first Inter- 


national Radio Broadcast 
Sales Conference which ac- 
companied the introduction 


of the new Plymouth Six with 
a base price of $495 yester- 
day. 

Congratulatory telegrams included 
messages from competitive automo- 
bile manufacturers, dealers and dis- 
tributors, as well as from leading 
executives in other lines of business. 
While no definite check on actual 
orders by dealers is as yet avail- 
able, it was reported on good au- 
thority that more than 3,000 tele- 
grams had been received up to noon 
today and that orders for hundreds 
of cars had already been placed. 

A unique phase of the sales end 
of the broadcast was the direct re- 
sponse from the public. Officials 
stated that more than seventy tele- 
grams placing orders for the new 
Plymouth six had been received di- 
rect from owners. Salesrooms also 
reported heavy attendance last night 


to view the new cars, which were 
not yet available. 

Harry G. Moock, general sales 
manager of Plymouth, in comment- 
ing of the broadcast, said: “This 
is one of the greatest days in the 


history of the Plymouth car. The 


broadcast resulted not only in hun- | 


dreds of orders from Plymouth deal- 


ers, but from the general public as 
well. A program of this nature is 
good as long as it produces sales. 
This radio broadcast—and the in- 


troduction of the new Plymouth six 
-—we believe is the first real step 
to help bring back business. It is 
doing that, at least, for Plymouth.” 

While Mr. Chrysler himself could 
not be reached this morning close | 
associates stated that he was very 
much pleased with the broadcast 
and the enthusiastic response which 
followed it 

Among the telegrams received yes- 
terday afternoon and this morning 
was one from a darge manufacturer 
in Brooklyn which said: “Broadcast 
was fine and comes right at the 


(Contnued on Page 2) 


DIAMOND T BUYS 
1,650 TRUCK FRAMES; 
FISHER ADDS WORKERS: 


New York, Nov. 2.—Another peek 


around that much touted corner is | 


to be had today through the an- 
nouncement by H. C, Emberson, pur- 
chasing agent of the Diamond-T 
Motor Car Company of Chicago, that 
his company has just placed an or- 
der for 1,650 truck frame assemblies. 
The order is to be filled by the A. O. 
Smith Corporation, Milwaukee, Wis. 

In addition to this news comes the 
report from Detroit that the Fisher 
Body Company has just returned 
approximately 1,000 workers at its 
Detroit plant. 





We Believe It 


- WHAT NEW CAR IS THIS? 


Is the New Dodge. What 


Do YOU Think? 





Pardonably jealous of it 


‘the above picture to officials of Dodge Brothers Corporation. 
“Use vour own judgment 
Torn twixt good will toward Dodge and duty to our readers, we reproduce this snap- | 


They would not. Might we 


s reputation for 


print it? 


journalistic accuracy, 


A, DB, 
Would they 
.” they said. 


verify it? 


‘shot of what we confidently believe to be one of the new Dodges out on an under-cover 


test run. 


Whether the car is an eight, a six or a four, we do not know. 
Perhaps you will recall that time last year, when A. D. N. printed the first, 
How Mr. Ford denied his own. 


new Dodge. 


|way-in-advance picture of the new Ford. 
And how it turned out that we did give our readers the right dope, just the same. 
Keep it for later comparison. 


his. 
So here is the picture. 


C 


lip it out. 


we have an idea that history is going to repeat itself. 


N. Y. SALES NOT VERY 
BRISK IN OCT., BUT 


USED CARS GO WELL, 


2 


a 


New York, Nov. 


October business in new 


not particularly brisk. The month 


started fairly well, 
'tered out during the latter part of 


the period. One of the exceptions 
was found at the Studebaker branch, 
where Manager Chet Whittaker re- 
ported excellent business during the 
lentire month of October. In fact, 
| Studebaker sold one more car this 
| October than last. The branch is 
also :head of 1931 in number of 
|sales for the frist ten months of 
|the year. 

On the other 


hand, the used car | 


|business during October has been 
| excellent. Harry Bragg. general 
manager of the Automobile Mer- 


|chants Association, informed Auto- 
motive Daily News today that re- 
ports received by his office show 
that the past three menths have 
been notably good in the used car 


(Continued ‘on Page 5) 


-—Reports from 
|the retail trade here indicate that 
cars was | 


but demand pe- | 


| 


Owing to the fact that 
Tuesday, November 8, is 
Election Day, a legal holli- 
day, Automotive Daily 
News will not be pub- 
lished on that day. 





ILLINOIS NEW CAR 
AND TRUCK SALES 
OFF IN OCTOBER 


| greater 
competitor. 
|sales were 


of 
in 


Nov, 2.—Sales 
passenger cars and trucks 
| State of Illinois during October reg- 
|istered a sharp decline from the 
September totals and an_ even 


Chicago, 


greater decline from the figures for 


October last year, according to a 
report from R. L. Polk and Com- 
pany. 


New passenger car sales during the 
past month in the entire state of 


Illinois were 2,979 units. This com- 


pares with 4,325 units 


(Continued ‘on Page 2) 


| ELECTION DAY 


new | 
the | 


registered 


But we believe it is the 
Said ’twasn’t 


Believe it or not, 


‘FORD LEADS IN SALES 
__ IN SEPTEMBER; 4TH 
CONSECUTIVE MONTH 


Detroit, Nov. 2.—For the fourth 
| consecutive month since volume de- 
liveries of the new Ford V-8 began, 
| Ford led all competitors in Septem- 
| ber in sales of passenger cars, com- 


| man for the company said today. 
} In these four months, Ford pas- 


than those of its nearest 
While Ford commercial 
27.40 per cent. in excess 
sales of that competitor. 
Ford's total of passenger car sales 
for the four-month 
| 150, 831 units, which compared with 
| 107,788 for its nearest competitor, 
while Ford commercial car and 
truck sales totaled 
} against 20,120 for that competitor. 
For the year to date Ford sales 
of all units, both passenger, com- 
mercial car and _ truck, totaled 
263,580, as against 340,627 for its 
nearest competitor. 

In September, Ford sales of all 





of 
| 


(Continued on Page 5) 


submitted | 


mercial cars and trucks, a spokes- | 


| senger car sales were 39.93 per cent. | 


period was} 


25,632 units, as| 


Key City Reports Show Waning 
Of Sales Spurt in October 


ene 
| 





| Used Cars wid Commercial Units 
Make Relatively Better Show- 
ing Than New Cars 


New York, Nov, 2.—Early 
reports of sales in key cities 
indicate that the waning buy- 
ing activity noted in the last 
half of October was wide- 
spread throughout the coun- 
try. This is not an abnormal 
condition at all, sales usually 
decreasing drastically at this 
time of the year. 

The Cleveland Automobile Manu- 
facturers and Dealers Association 
reports that new car sales in that 
city in October totaled 755, compar- 
ing with 853 in September and 1,257 
in October, 1931 Used car sales 
actually showed increase over 
September, being 5,943, against 
5,886. In Octeber last year used 
vehicle sales were 6,482 units. 

The St. Paul Automobile Dealers 
Association reports that passenger 
cur, sales in that city in October 
were 192, compared with 234 in Sep- 
tember and 423 in October last year. 
Commercial vehicle sales in October 
were 59, compared with 66 in Sep- 
tember aftd 105 in October, 1931. The 
ten months summary shows sales of 


an 


4,185 passenger cars this year, 
against 7,604 in the same period of 
1931. Trucks sold were 743 in the 


first ten months of 1932, 
in the same 


against 992 
period of last year 

{ In San Antonio, Tex., the de- 
crease in October was not very 
drastic, passenger car sales totaling 
218 as against 235 in September wend 


(Contnued on Page 2) 


TOWNSEND FLAYS 
“FALSE ARMISTICE” 
ANNOUNCED BY RAILS 


| New York, Nov. 2.—Charges that 

a “false armistice’ has been aa- 
nounced by railway interests in an 

attempt to sidetrack an uprising of 
5.000 ,000 voters in the motor truck 
and allied industries were made yes- 
|terday by R. F. Townsend, president 
of the Milk Transportation Corpora- 
| tion. 

Speaking for 
mittee of seven motor 
| facturers, Townsend 
jtails of a campaign launched Oc- 
tober 26, to bring direct voting 
| pressure to bear on every legislative 
candidate east of the Mississippi 
j}and north of the Ohio Rivers, to de- 
mand a showdown on _ highway 
transport. 

Membevrs of forty-two motor truck 
associations and employees of truck 
manufacturers, the petroleum, rub- 
ber and allied industries, as well as 
scores of large fleet operating cor- 
porations, are co-operating in this 
|movement. As a consequence more 
than five million voters are being 
|lined up to make personal calls on 
candidates for state legislative of- 
fice prior to election day. 

To block this movement, it is 
charged by Mr. Townsend. railway 
members of the joint committee of 
railroads and highway users put out 
a statement without the knowledge 
or consent of the highway members 
asserting that both sides had agreed 
to “refrain from urging or opposing 


an emergency com- 
truck manu- 
revealed de- 





(Contnued ; on Page 4) 















PLYMOUTH REPORTS 
WIDE RESPONSE TO 
RADIO PROGRAM 


(Continued from Page 1) 


right time. I want to buy the first 
Plymouth sold in Brooklyn.” 
Another, also from a large manu- | 
facturer, was much along the same | 
lines. It said: “It was a great pro- 
gram that came over the air from 
Station WABC at a time when it| 
was most needed. As an ultimate | 








: ‘ | 
consumer it gave me one of the/operating in the states of Kansas, 


first buying urges I experienced | 
since most firms quit cold in 
1929. I estimate that it will be two 
weeks before the gooseflesh has sub- 
sided and I wish to close this word 
of praise with the observation that 
if we had more Chryslers and fewer 
politicians prosperity would not be 
so long in emerging from around | 
the corner.” 

Other telegrams, picked at ran- 
dom, read: 

New York: “Never have I listened 
to a better broadcast, and certainly | 
never so pleasant. You have sold 
me a Plymouth.” 

Cleveland: “I had eight or ten 
bankers, manufacturers and mer- 
chants with me at the club this aft- 
ernoon to listen to your program. | 
They all expressed their enthusiasm 
on your new and unique way of 
presenting the Plymouth. I believe 
the results from this presentation | 
will be far reaching in their effect. 
I want to congratulate you on your 
advancement in merchandising as 
well as manufacturing.” 

Detroit: “Wonderful! Great! 
Hearty congratulations to the man 
who dared. Unusual broadcast! 
From a woman who enjoyed every | 
minute.” 

Cincinnati: “The finest presenta- 
tion of any article in world’s history. | 
Add 500 of dictionary’s best adjec- | 
tives to second word. Congratula- 
tions.” 

New York: “Your broadcast 
pleased thousands. I am going out 
to get a new Plymouth.” 

San Francisco (Plymouth represen- 
tative): Six hundred and seventy- 
tive men here listened to broadcast 
in auditorium. Enthusiasm greatest | 
we have ever seen and program best 
we have ever heard. Dealers tree 
mendously pleased with car.” 

Fred M. Zeder, vice-president in 
charge of engineering of the Chrys- 
ler Corporation, received letters 
from friends of his complimenting 
him on his speech and the manner 
in which it was delivered. 





| 
ILLINOIS NEW CAR 
AND TRUCK SALES 
OFF IN OCTOBER 


(Continued from Page 1) 


during September this year and! 
5.412 units during October, 1932. 

New commercial car sales regis- | 
tered during October this year 
toitaied 481 units against 767 in Sep- 
tember and 926 units in October a 
year ago. 

On this basis the sales of pas- 
senger cars made a comparatively 
better showing auring October than 
the sales of commercial cars. In| 
the passenger car field the decline 
during October from the figures for | 
September was about 31 per cent. | 
The decline from the October figures | 
last year was 44.9 per cent. 

In the commercial car field the 
decline during October from the 
September total was about 35.9 per | 
cent.. while the decline from the! 
October figures a year ago was 46.9 
per cent ] 


CRUDE OIL PRODUCTION | 
DROPS SLIGHTLY IN WEEK 


New York, Nov. 2.—The American 
Petroleum Institute estimates that 
the daily average gross crude oil 
production for the week ended Oc- 
tober 29, 1932, was 2,096,600 barrels. 
Daily production for the four weeks 
ended October 29 averaged 2,140,000 
barrels. 

Imports of petroleum at principal 
United States ports (crude and re- | 
fined oils) for the week ended Oc- 
tober 29 totaled 778,000 barrels, a| 
daily average of 111,143 _ barrels, 
compared with a daily average of | 
88,714 barrels for the week ended | 
October 22, and 119,036 barrels daily | 


| quarters at the general offices 


| 247 in October, 1931. 


| September 40 to 28. Truck sales in 


'a wedding party for hire. 
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SAMUEL BAKER JOINS 
USL BATTERY CORP. 


Niagara Falls, N. Y. Nov. 2. — 
Samuel F. Baker of Chicago, form- 
erly vice-president and general man- 
ager of the Vesta-Consolidated Cor- 
poration, recently became associated 
with USL Battery Corporation here. 

Mr. Baker has been in the auto- 
motive industry since 1914. He was 
a member of the Ford distributing 
organization at Kansas City until 
1923. For the next few years he was 
the Marmon distributor in St. Louis, 


Missouri and Oklahoma. In 1925 he 
rejoined the Ford distributing or- 
ganization, where he remained until 
1928. The greater part of that year 
was spent in Florida where Mr. 
Baker was interested in real estate 
operations as well as the automo- 
tive trade. 

In 1929 Mr. Baker became vice- 


| president and general manager of 


the Consolidated Battery Corpora- 
tion of Buffalo. In June, 1931, his 
company merged with the Vesta 
Battery Corporation of Chicago, 


which was henceforth known as the’| 


Vesta - Consolidated Corporation, 
where he remained as vice-president 


/and general manager until joining 


the USL organization. 

Mr. Baker will be engaged on 
special sales work, making his head- 
in 
Niagara Falls. 


OFF IN OCTOBER 


(Continued from Page 1) 


Truck sales in 
October actually showed a gain over | 
October last year were 56 units. 
Used cars sold well in this territory. 
October showing 537 sales against 
546 in September. This condition is | 
found to be general, used cars sell- 
ing better in proportion than new 
ones. 
Up to September 26 passenger car 
sales in Los Angeles, Cal. totaled | 
884. This compares with 1,063 in| 
the same period of September and 
with 1,363 in a like period of Octo- 
ber, 1931. Truck sales in Los An- 
geles made an excellent showing, 
the number disposed of in the first 
twenty-six days of October being 





FINANCIAL NEWS 


AUTO-LITE 

Toledo, O., Nov. 2.—Electric Auto- 
Lite and subsidiaries report for nine 
months ended September 30, gross 
profit of $2,960,395, including other 
income but after provision for de- 
preciation. Net profit for the same 
period, after all expenses and Fed- 
eral income taxes, amounted to 
$1,458,719. The latter was equal to 
$1.39 a share on the common stock 
after deduction of preferred stock 
}dividend requirements. No com- 
parative figures are available. 


MACK TRUCKS 
New York, Nov. 2.—Mack Trucks, 
Inc., reports for quarter ended Sep- 
tember 30 net loss of $444,834 after 
depreciation, etc. This commpares 
with net loss of $203,872 in the pre- 


429 in the September quarter of the 
previous year. For nine 
ended September 30 net loss was 
$961,776 after above charges, com- 
paring with net loss of $258,765 in 
the first nine months of 1931. 
HUDSON 

Detroit, Nov. 2. — Hudson Motor 
| Car reports net loss of $4,630,010 for 
first nine months of 1932. 
contrasts with loss of $548,144 for 
|the same 1931 period. Third quarter 
| net loss totaled $1,497,760 against 
jloss of $1,075,136. 


WILCOX RICH 
Cleveland, Nov. 2.—Wilcox Rich, a 
| Subsidiary of Eaton Axle and Spring 





| Company, reports for quarter ended | 
September 30 deficit of $34,099 after | 
| taxes, charges and dividends on Wil- | 


| cox Rich Corporation class A shares. 
This compares with surplus of 
$10,284 in the preceding quarter and 


For 
the nine months ended September 
30, surplus was $18,668 after taxes, 
charges and class A_ dividends, 
against surplus of $280,101 
first nine months of 1931. 


TRUSCON STEEL 

New York, Nov. 2.—Truscon Steel 
reports for quarter ended September 
30 net loss of $60,585 after deprecia- 
tion, taxes, etc., comparing with net 
loss of $173,736 in the preceding 
|} Quarter and net loss of $359,303 in 
the first quarter of 1932. Net loss 
|for the nine months ended Septem- 





126 as against 109 in the same period 


ber 30, last, was $593,624 after 


of September and 252 in October of | charges and taxes. 


last year. 


“Daddy” Brownell Dies | “levetana, 


Detroit, Nov. 2.— Telegraphic ad- 
vices from Birmingham, Ala., report 
the death there of C. A. Brownell, 
veteran and retired advertising man 
who figured so prominently in the! 
early days of the automobile in- 
dustry. 

“Daddy” Brownell. as he was af- 
fectionately called here in Detroit, | 
founded the Brownell & Humphrey | 
advertising agency in Detroit in 
1898 and when the automobile came | 


a ‘ . | 
into the picture his agency exploited | 


{the merits of the Oldsmobile. The | 


first year the appropriation was 
$1,500, but two years later “Daddy” 
was spending $250,000 for 
equal to a million dollar appropria- 
tion these days. He also had Good- 
year and Goodrich and in the 
agency’s heyday it had seven auto- 
mobile accounts. 

Later on Brownell handled 
Ford account and from 1914 to 192 
he was advertising manager of the 
company. 


NEW JERSEY COURT ACTS 
IN MOTOR 


Trenton, N. J., Nov. 2.—An auto- 
mobile liability insurance policy 
providing that the car of the named 
assured should be used only for pur- 
poses incidental to the assured’s 
business of funeral director and ex- 
cluding “renting or livery” does not 


cover an accident which occurred | 


while the car was being used for 
This was 
the holding of the New Jersey Court 
of Errors and Appeals in ‘he case of 


'Heritier vs. Century Indemnity Com- 


pany. 

The assured had contended that 
it is a trade custom for funeral 
directors to rent their cars for wed- 
ding parties, and the trial court took 
judicial notice of this. The Appel- 
late Court, however, ruled that this 


Olds, | 


the | 


LIABILITY CASE 


THOMPSON ‘ PRODUCTS 


Nov. 2. — Thompson | 
Products, Inc. ‘(automobile acces- 
sories), reports for nire months |} 


|ended September 30, 1932, net. loss 
|of $74,961 after taxes, interest, de- 
preciation, et:. This compares with 


{net profit of $115,701, equal, after 


dividend requirements on 7 per cent. 


preferred stock, to 36 cents a share | 


on 263.160 shares of no-par common 
stock in first nine months of pre- 
vious year. 


For quarter ended September 30, | 


1932, net loss was $61,710 after taxes 
and charges, comparing with net 


loss of $19,301 in preceding quarter | 
and net loss of $18,635 in September | 


; quarter of 1931. 
INDIAN MOTOCYCLE 


Springfield, Mass., Nov. 2.—Indian 


|Motocycle Company and_= subsid- 


|iaries for nine months ended Sep- | 


| tember 30 shows net loss after $93,- 


| $94,030, compared with 
jloss, including $86,956 depreciation 
| charges, last year. Quarter ended 
September 30: Net loss after depre- 
/ciation and other charges, $50,049, 
compared with $3,098 loss in pre- 
ceding quarter and $44,763 loss in 
third quarter of 193i. Net sales for 


the third quarter wer: $141,900 and | 


for nine months $761,566, compared 
with $319,786 and $1,383,541, respec- 
| tively, last year. 


CHRYSLER CORP. 

New York, Nov. 2.—The Chrysler 
Corporation reported yesterday a 
net loss of $5,346,146 for the quarter 
;}ended on September 39, in coritrast 
| with a net profit of $1.186,052, or 27 
|cents a share on 4,384,392 shares, in 
tne preceding quarter and a net 
|}profit of $1,518,966, or 34 cents a 
|share, on 4,414,922 shares in the 
| third quarter of 1931. 

For the nine months ended on 
| September 30 the net loss was §$6,- 
| 226,578, contrasted with a net profit 
of $3,771,002, or 85 cents a share, on 


for the four weeks ended October | was not “incidental” to the assured’s | 4,414,922 shares in the corresponding 


29, 1932. 


business as a funeral director. 


period of last year. 


ceding quarter and net loss of $207,- | 


months | 


This | 


deficit of $18,315 in the September | 
|quarter of the previous year. 


in the} 


972 depreciation and other charges, | 
$73,187 | 
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| Models to i bis 

| Art Buck Cale i Bat 
So Does Burt. Sows 
Way Back Wh ‘ 
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Chris Sinsabaugh—Detroit Editor 


* 








N adaptation of the Graham-Paige idea of enlisting the 
services of school children to round up prospects for 
|dealers by offering a miniature Graham for each name that 
/results in a sale is being exploited by my old friend, Col. E. 
M. Lubeck of the Dealers Service Bureau of Bloomfield Hills, 
|Mich. It is planned for the use of dealers selling Plymouths 
(and in place of a miniature Graham car the lucky kid gets 
a midget replica of the good ship Mayflower. 





” = * 

I’M TOLD THE LUBECK PLAN was tried out in @ 
small city adjacent Detroit. A dealer there, after listening 
to the scheme, sent his salesmen to the public schools and 
distributed 1,000 prospect blanks. The youngsters went to 
it hook, line and sinker, and within forty-eight hours more 
than 600 names of prospects had been turned in. Out of the 
first 100 names it is said that seven used cars and one new 
one were sold, all due to this new scheme. 

As a result this dealer says he has more prospects than 
he knows what to do with, and his busy pencil develops the 
fact that his prospect list is costing him less than a cent per 


prospect, 
* * ne 


ANENT THIS GRAHAM miniature car scheme, there 
comes a holler from Art Buck, automobile editor of the 
| Indianapolis Star, who claims for his townsman, Lester 





| Newby of the Newby Motor Company, credit for originating 
|the Graham idea. This holler gives Buck an opportunity to 
| do a little horn tooting for his friend, Newby. 

“My friend Newby took hold of the Graham line in 
| August,” writes the newspaper man, “and whaddaya think? 
| Well, in that first month he delivered exactly 50 per cent. as 
|'many Graham cars as had been sold here during the whole of 
| the preceding seven months. And he did even better in Sep- 
‘tember. Does he sell automobiles! Sa-ay, give this guy a 
| big hand now.” ; : 

« + 


MY NEWSPAPER FRIENDS are certainly helping me 
' write today’s column. First Art Buck, and now along comes 
Burton Brown of the New York Sun, who sends me photo- 
graphic reproductions of the four pages of his automobile 
Sending me these reproductions 
What 


| section of October 27, 1907. 
is like handing a bunch of blue prints to an engineer. 
; memories they stir! 

This particular show was the “independent” exhibition 
promoted by the American Motor Car Manufacturers Asso- 
‘ciation, made up of automobile concerns which refused to 
recognize the validity of the Selden patent, and was run in 
opposition to the one promoted by the Seldenites. It was run 
in the Grand Central Palace and Alfred Reeves, now at the 
i‘helm of the N. A. C. C., was general manager of the 
A. M. C. M. A. When Ford licked the Selden patent the 
'warring factions buried the hatchet and united under one 
| banner, 

™ * 


* 

| FIFTY-NINE MAKES of ears, five commercial vehicles 
and 225 accessory exhibits were in the Palace. Burton Brown 
carried four pages of their advertising in this old section, 
'most prominent of which was Ford’s. Packard wasn’t in the 
show but advertised, as did Lozier, Studebaker and Winton, 
also Seldenites. 

The advertising tells of the advent of the six-cylinder. 
Ford had one selling at $2,800. Stevens-Duryea, the pioneer 
‘of the six, had space, while Brewster, the body builder, 
‘offered the 1908 Acme sextuplet at $4,500. 


ea * * 
THE SUN’S STORY of the show occupied all of a half 
‘column. No publicity, no signed articles, with the head 
‘built around the fact that city officials had viewed the show 
‘with interest. : 

One paragraph was given to Barney Oldfield, who was 
announcing his retirement from dirt track racing because 
/he considered it too dangerous. He was going to become an 
| automobile salesman. 


of * * 
ODD, BUT AS I RECEIVED the Brown contribution 
‘and was reading it this same Barney Oldfield phoned me. 
| Barney is helping Plymouth in sales promotion now, but this 
old story produced a chuckle from him. 

“That’s right, I was going to quit track racing and sell 
automobiles,” he chortled. ‘Tried several weeks to find a 
job, went broke and sold my three cars, including my famous 
Peerless Green Dragon, for $1,500 and when that was spent 
I had to go back to racing again to keep the wolf from the 


door.” 
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Retail Salesmen—This Is Your Page 





This department is devoted to 
sion of the industry. 


the interests of the retail sales divi- 


Salesmen, this is your department. Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions. 


Dealers read this page. Give 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don't. 


STUDEBAKER PROMOTES 
CREATIVE SELLING 


By MICHAEL FIELDING 
(Second Installment) 
How effective this new policy of creative selling can be 
when properly applied is evidenced by correspondence which 





recently passed between T. 
tive of the T. R. Miller Mill 
factory. 
Baus, Studebaker director 
Foster “out of a blue sky” 
a new Studebaker car. 


I. 


Foster, Chicago representa- 
Company, and the Studebaker 


The exchange of letters was initiated by R. E. 
of purchases, 
making a bid for his business on 
A few 
answered, expressing his disinclination to buy a car. 


who wrote Mr. 


the “suspect” 
The 


days later, 


manner of his refusal, however, provided se veral indications 


that he could be sold. 

In quick succession, letter and an- 
swer followed; those from the fac- 
tory featuring the creative selling 
keynote, and those from Mr. Foster 
registering favorable reaction as the 
Sales argument hit home. Starting 
as a mere “suspect,” and exactly one 
month from the initial contact, Mr. 
Foster finally became a Studebaker 
customer, 
or bullied into a purchase, but ac- 


tually expressing gratification and 
thanks for Studebaker’s efforts in 
convincing him he should buy. For 
the sake of their enlightening in- 


terest and value, the letters are re- | 


produced. 

For the past eight months, Stude- 
baker, its dealers and their sales- 
men have conscientiously applied 
themselves to creative selling. This 
is also true of its affiliate and sub- 
sidiary, Pierce-Arrow and Rockne. 
Results, company officials say, have 


been most gratifying, and would, in| 


view of the recognized difficulty of 
doing business today, make any ex- 
ecutive responsible for new business 
sit up and take notice. 

1. The entering wedge. Mr. Baus 
makes a bid for business, citing Stu- 
debaker’s February success and re- 
questing sopport for March drive. 


Mr. T. I. Foster, 

T. R. Miller Mill Company, 
1553 West Madison St., 
Chicago, Ill. 

Dear Mr. Foster: Studebaker 
shipped 5,532 passenger cars and 
trucks for the month of February 
of this year, as against 2,796 for 
January and 4,369 for February of 
last year. 

We thought you might be inter- 
ested in having this record, as we 
feel it is an active demonstration 
of what can be done by intensive 
effort even in the face of existing 
circumstances. We are setting a 
goal of 5,000 Studebakers, 7,000 
Rocknes and 500 Pierce-Arrows for 
the month of March, and, while we 
know that you furnish material to 
other automobile manufacturers and 
would not want to do anything that 
would in any way militate against 
your securing business from them, 
we will, however, sincerely appre- 
ciate any support you may give us 
during the March drive. 

Our success means success to you, 
also, and if you have any employees 
or friends in your community who 
are interested in buying a motor car 
at this time, any influence you may 
exert in having them investigate 
thoroughly the Studebaker Corpora- 
tion products will be more than ap- 
preciated. 

Sincerely yours, 
THE STUDEBAKER CORPORA- 

TION, 

R. E. BAUS, 
Director of Purchases. 

2. The prospect answers. He is 
interested in the message, but is 
disinclined to buy. But his negative 
is not unqualified, and there are | 


mot as one brow-beaten | 


| merchandise, 





several indications that he can be 

sold. 

The Studebaker 

South Bend, 

| Indiana, 
Attention Mr. 


Gentlemen: 
|}you upon the spirit of your 
|of March 5, in which you ask us as 
one of your vendors to join you in| 
| boosting Studebaker sales. 

Just this past week I was won-| 
dering why some of the good sales | 
managers of various automobile 
companies were not taking advan- | 
tage of this opportunity, and the 
actual case of the Studebaker Cor- 
poration came to my mind. Imag- 
ine my surprise when I returned 
from a trip this morning and found 
on my desk your letter exactly along 
the lines I was thinking. 

So far as being a prospect for an | 
automobile is concerned, if you 
would ask me point-blank, I would 
say “No.” But we are ail in the 
spirit of doing that nowadays and | 
all we need is some good live-wire 
salesmen to get after us. Take my 
own case, I have been driving a 

——- almost four years. It is in 


Corporation, 


R. E. Baus. 


g j i ition t so far} , 
cod working condits aus 90 | especially light cars, is the report of | 


out of date in performance that I} 
almost feel ashamed of myself on 
the road. With automobiles so 
much improved, particularly with 
the Studebaker, it offers a fine op- 
portunity. 

The success you are making of- 
fers great encouragement to all of 
us. I shall do what I can to add 
to your success. 

Very truly yours, 
T. I. Foster. 

3. His reply is acknowledged by 
Roy H. Faulkner, vice-president of 
the Studebaker Sales Corporation of 
America, Mr. Faulkner again em- 
phasizes the “creative selling” key- 
note, and makes further efforts to 
bring Mr. Foster into the market, 


Mr. T. I. Foster, 
1553 W. Madison St., 
Chicago, Ill. 

Dear Mr. Foster: Your letter to 
Mr. Baus came to my desk and I am 
wondering if you would allow me to 
have a photostatic copy of this made 
and published in our News that goes 
to all Studebaker salesmen in the 
United States. 

We are particularly interested in 
selling you an automobile also, as I 
would like to publish on the same 
page with your letter the fact that 
you have bought a Studebaker. Mr 
Hoffman in a speech before 1,400 
alesmen in Chicago brought out the 
fact that the world had lost the art 
of creative sélling and that we are} 
not bringing people into the market. 
Your third paragraph confirms this 
belief and I feel that if we can sell 
veu an automobile and then give 
this letter publicity in our organiza- 
tion, it will tend to convince our 
salesmen that they must not take 
“No” for an answer but must give 
people an excuse for buying new 


Along the line of this thought we 


May I congratulate | 
letter | 


| be majored by the Seattle Automo- 
| bile Dealers Association as an activ- | 


| $4,000 having 


|is to build confidence in legitimate 
| dealer establishments, as against the | tjons. 
|alley type garage with its inferior 


| in being taken as first consideration, | 


| president of the 





are running some advertising, 
of which I am enclosing. 
asked Mr 


copy 


have your permission to use this 
letter and that we may be able to 
sell you a new. Studebaker. It will 
be a distinct contribution to the 
morale of our organization if you 
will allow us to do this 


~ Aatemetive Daily 





N ews 


of prices a 


Sincerely yours, 
RAY H. FAULKNER ; 
vice-president I hey 


4. Now for a call by a Studebaker 
salesman! The prospect is turned 
over to the Studebaker Sales Com- 
pany of Chicage, and Mr. Foster is 
contacted and consents to a dem- 
onstration. During this peried sev- 
eral mere letters passed between the 


which they 
various cities. 
of this paper. 





I have 
you and : aaa tat me } Used Car S el li I ng Pri r 1 ces 





in this department offers 
the benefit of its dealer and salesmen readers a compilation 
t which used cars have within the past few days 
been offered for sale by reputable dealers in various cities. 
These prices will vary on condition and from other causes. 
are not presented as being the exact prices at which 
these models should be sold, 
have been offered for sale by dealers 
Other cities will appear in subsequent issues 


Detroit, Mich. 








for 


but simply as the prices at 
in the 


| Prospect and Mr. Faulkner. Result: 1931 . 1930 1929 1928 
Mr. Foster buys a Commander! BE 8 cites eVevivevaves 395-595 265 195 eves 
Mr. Roy Keeling, Buick (LASHE) ..ccccceces 485-325 145-245 95 
Studebaker Sales Co. of Chicago, | Buick (Medium) ee eeeees 579 oes ores @eee 
45 West 24th St.. ne ane «ss ensasesess 895cp 545 295 @eee 
Chicago, Ul. Ce 20 hse veueketeusies 1550cecp : 595v 425cp 
Dear Roy: I am attaching hereto | Chevrolet Cte CRCONE SD OuS 265¢-365 150¢-245 95cp-145 eee 
a copy of a letter I sent today Sel Gpeeee © vs ccoccedivocse a 235r-395 195c-295 85-145 
Mr. Foster of the T. R. Miller Mil] | Chrysler 8 .............. 595cp-895 voce cove 
Company. Pn otter udcsweesdes 295 75r-185 65c-95 
I hope that you will assign some | Dodge 6 .........esee.ee, 345cp 245cp- 395 145cp-195 125cp 
good salesman to get after this fel-| Dodge 8 ...........ceeees 575 ; ie ie ovne 
low as I would like to sell him a/| ESSEX .......ceevevcccees 285-295 145 ocem 
car and then use his letter, a copy! Ford .......sseeeeseeeees 195c-3T5dep 95r- 215 45r-95cp eevee 
of which I enclose, as an incentive! Graham 6 ............065 295 155-235 95-155 coon 
for salesmen to go out and get after; Hudson .........eeesee05 395 345 160 rT 
people who might say “No” the first; Hupmobile 6 ............ ; 235-295 eats 
time. (PO © Gavecerccace 295 295cp is coun 
Although this man says he is not| La Salle ........:..s0008. 895cep-975 695-795cp 395 95-195r 
in the market, I feel sure that a/ Lincoln ...........e..00- 1950 ere wee cece 
|} good salesman can bring him intO|Marmon ................ 197-275 165cp-245 eeee 
|}the market and deliver a new! Nash 6 .......ccsccceeces af 85-245 eose 
Studebaker, provided the salesman | 8} BRA eee 375-650 dans ryan eeee 
|} does a good job of creative selling.| Nash Advance avivcenes a 245-395 175 enue 
Sincerely yours, a 350cp-425 245c-345 135-195 45cp-125 
ROY H. FAULKNER, EE is <hbe bh aWace aces 325 195cp-245 100-195 over 
Vice-President.| Packard ........e.eseese: hii 745 445-575r 295 
| 5. The final letter, from Mr. Fos-| Pierce-Arrow ............ 1650 ree cine é<ee 
|ter to Mr. Faulkner, is the most| Plymouth ............... 295 145 125 bce 
interesting of all. The new Stude-| Pontiac ................. 325cp-395 195 135-175 95c 
| baker owner tells why he decided | a orl et i a Hous Te 245 oth 
to buy, despite his being “thorough- | Studebaker Dictator ...., 425 275 195-225 95-145 
ly committed to the depression pro- | | Studebaker Commander. 595 295 325 45¢c 
| gram of ‘fearful saving.’ ” People | Studebaker President. 715 395 200cp — 
CAN be brought into the market! | Willys-Knight 6...... aon 275 145c-195¢cp ed 40c 
|They WILL buy, if they are prop- | — 
|erly approached and aggresively | d-Le Luxe. c-Coach. cp-Coupe. ccp-Convertible coupe. b-Brougham, 


— | t-Touring. r-Roadster, 


(Contnued on Page 4) 








Dealer Activities 


ee a a 














prize-winning 


| of Reo trucks. 
cars, | * ¢ 


A new type of ° ‘department store | 
Scott E. Bird. His establishment is |service station” has just  been| 
back on automobile row again, originated here by Morton Weiss, | 
Os-cneretive \ eeealiabie will again | president of the Mid-City Chevrolet 
: |} Company. As it works out, the serv- | 
ice station is divided into stalls for | 
each particular piece of repair work 
under supervision of experts in lu- 
brication, electrical operations, 
brakes, glass, paintfig and so on. 
To carry out his plan, Mr. Weiss 
now employs a force of fiftv me- 
chanics in his group of service sta- 


essay among owners 


"SEATTLE 


Improved business in used 


ity for the next four months. The 
campaign opens in the Sunday 
papers, November 13, the sum oi 
been raised for this 
purpose. The theme of the campaign 


te * * 


service. J. Edward Mahoney, for years a! 
| popular figure in Chicago trade cir- | 

The new sales plan of no cash | cles, has just been appointed man- 
payment down, the used car traded | ager of wholesale activities of the | 
Franklin-Illinois Company, accord- | 
ing to announcement by A. L. Walsh, 
branch manager. Mr. Mahoney 
brings to his new post a successful | 
record as a distributor, factory offi- | 
cial and sales executive. | 

IOWA 

The Kay & Newton Ford Garage 
at Olin has been reopened by Ear! | 
Hart, coming here from Anamosa, 
where he was identified with the 
|; automobile business. He managed 
+ | the garage at Olin for a number 

CHICAGO | of years before going to Anamosa. 

R. D. Hilty. There was a big time at the 
of Thomas J. Hay, Inc., is being! Fluckiger Motor Company, Stude- 
congratulated along the “row” for, baker distributor, 508 Main  St., 
being awarded the grand prize of-| When the Davenport firm _ was 
fered for the best essay explaining | awarded a prize in a sales contest | 


the benefits of Reo’s new “ability, in competition with cities in  its| 
Hudson, Studebaker 


7 7 * 





with balance to be paid in monthiy 
payments, is working out very well 
at the W. L. Eaton firm, according 
to Frank Fisher, new sales manager 
for Eaton. 


. 7 * 

William O. McKay and S. L. Sav- 
idge have gone to the Lake Chelan 
country on a hunting trip. They | 
announced that they would shoot a | 
couple of bears and also some deer. 
Next week more definite statements 
can be expec ted. 


general sales manager | 


rating.” Notification of theshenor| class, T. R. 
has just been received by Mr. Hilty| factory representative, awarded a 
from W. G. Eversman, advertising| Hamilton watch to H, O. DeBoer, | 


manager of the Reo Motor Car} sales manager, and a bag of gold to} 
Company, whose product Thomas J.| Frank Fluckiger, manager of the 
Hay, Inc., represents in the Chicago, company. Salesmen in turn were} 
territory as distributor. Tom F, Hay,!| recipients of the gold, which was) 
company, is now| apportioned by Mr, Fluckiger on 


disseminating copies of Mr, Hilty’s basis of sales records made by men 


v-Victoria. cab-Cabriolet. 
ing mark follows the price the car effered is a sedan. 


| dealers’ 


| hard to secure 
| proximately 


|}are available at 


Where no distingush- 





| on the floor and in the field, The 


Davenport firm exceeded the dol- 
lar and cents quota fixed by more 
| than 60 per cent, 


~ oJ 7 
BOSTON, MASS. 
The Oldsmobile Retail Store, ac- 
cording to Burch E, Greene, general 
manager, has recently inaugurated 


a printed used car guarantee. “Un- 
der our plan,” he says, “every used 
car sold for a price of $295 or over 
is guaranteed and the purchaser is 
given a copy of the guarantee at 
the time he takes delivery of his 
ear.” Mr. Greene reports a_ total 
of 2,553 used cars have been sold in 
| the past three years. 

. . * 

“A recent survey made on the 
used car situation in Boston showed 
that there are fewer used cars in 
stocks at this time of the 
year than at any time for the past 
several years,” says F. A. Ordway, 


| president Henley-Kimball Company. 


“At the present time good reliable, 
inexpensive used cars are fairly 
We are selling ap- 
thirty used car units a 
week at the Beacon Street store. 
While we have about ninety units 
in stocks, only about forty units 
a time, due to the 
fact that the other fifty units are 
going through our reconditioning 


; department.” 


. * * 


The Studebaker Sales Company of 
Beston reports that it sold more 
used cars during October than it 
did during the same period last 
year. 

* * e 

The Clark C 

Pontiac dealer 


rowley Motors, Inc., 
is located in its new 


home at 32 Brighton Ave. 
a * ” 
J. Roy Hittz, Inc., Plymouth and 
| De Soto deaier, is offering free 
|}automobile radios with each used 


car selling at $300 or more. 
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|}ing was held in New York by rep- 


| corporations to consider a plan to 
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7 A Radio Conference 


T was a very unusual and dramatic method that Walter 
P. Chrysler chose in which to announce to his dealers, 
salesmen and the general public the birth of a new member 
of his automotive family, the six-cylinder Plymouth. The 
noti¢es referred to the event as a “radio conference,” and 
this describes the performance with some accuracy. 

_ On a nationwide radio hook-up, Mr. Chrysler presented 
his new car. Those who listened in heard Chrysler officials 
discussing the new car, debating just what it should embody. 
They heard the engineers and other technicians struggling 
with the new infant in the laboratories and testing grounds. 
They heard the car in the building, the production of parts, 
the assembly line in operation putting the various units into 
the completed fabric. 


Mich 








It was perhaps the first time that the general public 
ever had a chance to realize exactly the thought and effort 
that go into the production of a new car. In a manner, every 
person who listened in felt that he had had some part in the 
production of this newcomer in the motor transportation 
field. As they heard Mr. Chrysler describe his new auto- 
motive offspring, the members of the vast radio audience 
got the thrill of being on the “inside.” In a manner, they 
have sat with the new car from its initial conception on the 
drafting board and followed it through to its emergence from 
ihe assembly line. It is an intimate touch and extremely good 
psychology in creating desire to own one of these new- 
comers in the transportation field. The radio conference 
disclosed a rare touch of sales imagination. 


S ervice Minded 


Undoubtedly the depression has served to call the atten- 
tion of many dealers in this country to the potential profits 
that lie in service work properly promoted and presented. 
But even so, it would be too much to call our automobile 
dealers “service minded.” There are still far too many deal- 
ers who consider the service department as a mere append- 
age, not a major arm of their business operations. It will 
take time and emphasis to persuade all dealers to become, 
as they should be, service minded, placing this branch of 
their business on a plane of equal importance with any other 
division, even the sale of new cars. 

It would probably horrify the average dealer if we sug- 
gested to him that he put his showroom in the back of his 
establishment and give the service department the pick of 
the place and more room than all the rest of the divisions put 
together. Yet in nine cases out of ten such procedure would 
result in added profits and a happier dealer, especially so at 
the present depressed period. 

As a matter of fact, the service department is the only 
one in the dealer’s layout that is reasonably secure against 
the sudden fluctuations of economic conditions. In good 
times the car owner calls on the service department to keep 
his motor transportation at the point of maximum efficiency. 
He does not let slight failures pass, nor does he hesitate tu 
buy extra equipment or have important changes made in the 
economy of his car simply because they cost money. 

On the other hand, in times of depression the car owner 
drives his car longer than he normally would. As the vehicle 
grows older, the hundred and one minor troubles that 
mechanical age inevitably brings, develop. Rattles, squeaks, 
might be passed over, but troubles that cut down the effi- 
clency of the car demand attention, and the owner who has 
refused to spend money for a new car pays the service 
department for maintaining his use of his private motor 
transportation system. 

; We may be on the verge of better times. The somewhat 
conclusive signs that have so far appeared may be real | 
veralds of business revival, but, whether or no, the dealer | 
who neglects to develop his service department to a position 
of real efficiency and economy and.then fails to promote it 





and sell it to the people of his territory is missing the one 
best bet in the automotive field. 


TOWNSEND FLAYS 
“FALSE ARMISTICE” 
ANNOUNCED BY RAILS 


(Continued from Page 1) 
specific legislation 
tion before the State Legislatures to 
assemble in January.” 

Mr. Townsend’s statement follows: 
“On October 26 an emergency meet- 
resentatives of seven motor truck 
prevent complete destruction of the 
highway transport industry at the | 
hands of state legislators influenced 
by powerful railroad and allied in- 


terests. 

“This meeting was attended by 
representatives of the General Mo- 
tors Truck Corporation, Interna- 
tional Harvester Corporation of 
America, the Autocar Company, 
Dodge Brothers Company, the White 


| 
| 
| 
| 


... for presenta- | 


| 





Company, the Studebaker Corpora- 
tion and the Pierce-Arrow Sales 
Corporation 

“Evidence was presented at this 
meeting showing that bills dictated 


to forty-four state legislatures meet- 
ing in January, It was shown that 
if enacted into law these measures 
will disrupt the entire national dis- 
tribution system. The meeting 
thereupon voted unanimously to act 
in defense of highway transport. 

“The plan agreed upon was to 
have every co-operating corporation 
ask every one of its employees to 
make a personal call upon legisla- 
tive candidates now soliciting votes, 
to demand that restrictive legisla- | 
tion already written be set aside} 
until there can be a scientific de- 
termination of the facts as to proper 
taxation, weight limits and other 
regulatory measures. 

“It was agreed also to solicit the 
support in this movement of the 
petroleum industry, the rubber in- 
dustry, all associations of motor 
truck owners and operators, the 
chain stores, the grocery associations 
—in short, of that great cross sec- 


pending on highway transport. 

“Steps were taken immediately to 
put this plan into operation, with 
that five million voter 
contacts or more will have been 
made by election day. The com- 
mittee in charge has every confi- 
dence that this showing of strength 
will make legislators, previously un- 
informed as to the true facts, think 
before they act. 

“Some months ago, however, when 


the result 


the highway 
the Highway Users Conference, rep- 
resenting all organizations and in- 
dustries at interest, the railways be- 
gan to realize that they were fac- 
ing real opposition. They agreed to 
the formation of the Joint Commit- 


by the railways will be introduced 


tion of American business life de 


interests established | 


tee of Railroads and Highway Users, | 
and this committee started a two-| 


day session in New York, Novem- 
ber 1. : 

“Announcement of the formation 
of this committee was left to the 
railways, and it now becomes ap- 
parent that there has been no 
change whatever in their usual tac- 
tics of making false and misleading 
statements in the effort to serve 
their own ends. 

“Without the approval or consent 
of the highway members of the 
Joint Committee, the railway ver- 
sion of its formation makes the fol- 
lowing statement: 

“It has been agreed by the mem- 
bers of the joint committee that, 
pending their examination of the 
facts and their formulation of con- 
clusions, both sides will refrain from 
urging or opposing specific legisla- 
tion on this subject for presentation 
before the state legislatures to as- 
semble in January. 

“This statement 
foundation whatsoever in fact. 
nothing less than a false armistice 
announced to lull transport agen- 
cies into inactivity until after elec- 
tion day. The truth is that the 
backfire started by the emergency 
committee has caught up with the 
railway lobby, and it is beginning 
to hear from the politicians that 
5,000,008 are out fighting for their 
jobs. 

“Highway members of the joint 
committee, together with executives 
of the corporations and associations 
they_represent, have repudiated the 
false truce in its entirety. The fight 
will go on until motor transport gets 
a fair deal.” 


is without any | 
It is | 





| The Studebaker Corporation, 


STUDEBAKER PROMOTES 
CREATIVE SELLING 





(Continued from Page 3) 


worked. This series of letters is;organization that I become the 
but one example of what energetic | proud owner of a Commander. I 
sales effort by Studebaker has done|am thankful to Mr. Kay and Mr, 
in 1932. Similar episodes are being | Corson for their efforts. 

repeated every day. You may be interested to know 


by what mental process I finally de- 


South Bend, Ind. |cided to buy. To begin with I 
Attention Mr. Faulkner, wasn’t the least bit interested in 
Gentlemen: You showed such a buying any car. I had the feeling 


that it was a waste of time on the 
owner of one of your Studebaker | part of both your salesman and my- 
cars that the transaction doesn’t | self to go into the matter. 1 was 
seem quite complete without me); thoroughly committed to the de- 


kindly interest in my becoming an 








sold. |} ing,” which won’t permit such “ex- 
As I wrote you in the beginning, | travagance.” 
I believe I was a typical prospect, However, as soon as I had a 
prospect. And it was only through| began to weaken. The difference 
very patient and courteous sales | Ses wom this car and my four-year- 
effort on the part of your Chicago|old revealed to me a new world of 
provements, but was really thrilled 
by such a complete change in ef- 
fects. It made me feel that I would 
) : 
|ued to drive the old car. 
OUTPUT AT HIGH LEVEL | Yet theré still existed in my mind 
Springfield, Mass., Nov. 2?.—Pro- | the tendency to hold back on ac- 
duction of goods especially adapted '“Fearful Saving.” But on analyz- 
to the Christmas trade has been ad- |ing this I wondered just how much 
'I would have to save if every one 
trict during the last few weeks. | ivi b -elli m 
Owing to the unexplained delay in pe p MP ge. hp peony = 
placing orders for such merchandise, \ cain of service I expect semaine ae 
oo eae | realized that back of the Studebaker 
time operation, with considerable |C2% WS 4 whole army of men just 
the fall and early winter in such fete anten Padguntiney ae 
establishments. = 3 — 
Games are being produced in | vice and not accept service. 
dee <i lggy : | port, it covers the main points and I 
Slant full time and with a full-sized |C10S€ Our little story by saying most 
force, and a continuance of this ac- | Sincerely that I am thankful to your 
holidays. Cutler & Saleeby Com- areas” —. me 
pany reports heavy orders for games, T I FOSTER 
with the certainty that its facilities sii 
throughout the season. 
Demand for leather goods has 
been such that Buxton, Inc., has NOVEMBER 
{1-19—Glasgow, Scotland. Motor Show 
14-16—Atlanta, Ga. National Tire Dewslers’ 


writing you now that I have en| pression program of “fearful sav- 
iti been | i f “fearf 
typically hard to sell—a depression |demonstration of the Commander 1 

motordom. I expected some im- 
SS, 

be missing a lot of life if I contin- 

‘count of the depression program of 
vanced to a high level in this dis- | 

| followed the same plan. I make a 
concerns operating in this field will | gardless of depression. Then I 
overtime as well, will be the rule for |like myself trying to make a living 
large volume by the Milton Bradley | While this is not a complete re- 
tivity is said to be assured up to the | organization for producing such a 
will be taxed to capacity in this line [ COMINGEVENTS | 
been obliged to employ two shifts a | 

Association 


good part of the time of late. Or- 
ders are abnormally heavy for this 


\ : : 15-17—Houston, Tex. American Petroleum 
time of year and quick deliveries are Institute Meeting. 
1;—Cleveland, 0. Storage Battery 


sought in the majority of instances. 
The fact that many of these orders 
are to meet current requirements is 
cited as further evidence of the 
shortage of merchants’ stocks. 


Manufacturers’ Trade Practice Con- 
ference. 
19—Charlotte, N. C. North Carolina 
Truck Owners’ Association, meeting. 
1%-Dec. 4.—Paris, France. Aeronautical 
Show. 


; _ DECEMBER 
l- 2—Washington, D. C. Highway Re- 
ADDS EXTRA DAY search Board, meeting. 
Kohler, Wis., Nov. 2.—Working| 2- ee ee pandora Parts 
: ssociation Convention. 
schedules of all employees in the, 5—New Orleans, La. Association of 


Asphalt Paving Technicologists. 
5- One Sere Annual Meeting A. 8, 


factory of the Kohler Company were | 
increased today one day a week, | 
Herbert V. Kohler, executive vice- | 
president, said. | 

The increased schedule will pre- | 
vail through the winter and is in| 
accordance with a suggestion at an} 


5-10—New York. Power and Mechanicel 
Engineering Exposition. 

5-10—Detroit. Motor and Equipment 
Manufacturers Association, conven- 
tion, Hotel Statler. 

5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 


industrial rehabilitation conference | I 
. : | Manufacturers’ Association, Conven- 
at Milwaukee recently that indus- peepee mae B. Saree 
tries give more work during winter| ®- 8—New Orleans, La. Nations! As- 
7 | sociation of Finance Companies, 
months. annual convention. 
--- 12-15—Springfield, Ill. Automotive Trade 
PLANT WILL RESUME Association jnoual convention, St. 
cholas Hotel. 
Hammond, Ind., Nov. 2.—Shut | JANUARY 


down since April, nearly half of the 
normal force of 1,200 men was to- 
day reported back at work at the 


j-l4—New York City. National Automo- 
bile Show, Grand Central Palace. 

j-14—San Francisco, Cal. Motor Car 

| Dealers’ Association of San Fran- 


Universal Atlas Cement Company, _ ’ cisco. show. aad 
: | J9-15—Leos Angeles, Cal. S Angeles Motor 
plant. Orders have been filled from | Car Dealers’ Association, twentieth 


annual show. 
8-14—St. Louis. Automobile Dealers’ As~- 
sociation Show, Midwest Terminal 
Building. 
9—New York, N. Y¥. Society of Auto- 
motive Engineers’ Show. meeting. 
New York. Annual S. A. E. dinner, 
Hotel Pennsylvania. 


stock since April with only 100 em- 
ployees on the staff. 

The plant will resume operations 
at 40 per cent. of capacity and Su- 
perintendent J. H. Kempster said | 
production would be continued well | 


12— 


; . | 14-21—Newark, N. J. Newark Automo- 
into the winter. bile Dealers’ Association, show. 
15-21—Cincinnati, O. Cincinnati Auto- 


mobile Dealers’ Association, show. 


RESTORES PAY CUT 
16-20—Brooklyn, N. Y. Annual Show. 


New York, Nov. 2.—The United | 16-23—petroit. ’ Highway and Building 
s rej Vv a for-'| Congress 
States Freight Company, t . | 21-28—Boston, Mass. Boston Automobile 
warding company which operates | Dealers’ Association. Boston Com- 
largely over the lines of the New mercial Motor Vehicle Association, 
. ; P show. 

York Central Railroad, announced 21-28—Detroit, Mich. Detroit Automobile 
vesterday that, because of an im- | Dealers’ Association, show. 


22-26—Detroit. Annual S. A. E. meeting, 


provement in business, reductions Book-Cadillac Hotel, 
of 16 2/3 made in salaries and wages | 27-Feb. 15—Cairo, Egypt. International 
| j ° oO Salon. 

last spring had been restored as of 28-Feb. 4—Chicago. National Automobile 


Show, Coliseum 

28-Feb. 5—Washington, D. C. 
Automotive Trades 
show, 


September 1. 

In announcing the restoration of 
salaries, F. M. Melius, president of | 
the forwarding company, said that | 
its tonnage in September was about 
equal to that of September, 1931, but | 
that “the margin of profit was high- 
er this September due to the sub- 
stantial reduction in operating and 
overhead expenses that has taken 
place this year.” 


Washington 
Association, 


FEBRUARY 
4-11—Indianapolis. Twenty-second annual 
show, Indiana State Fair Ground. 
9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers’ Association, show. 
11-18—Kansas City, Mo. Kansas City Mo- 
tor Car Dealers’ Show. 
27-Mar. 14—New York City. Chemica) Ex, 
position, Grand Centra! Palace 
20-21—Cleveland, QO. National Petroleum 
Association. 
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NUMEROUS FACTORS AFFECT |¥-¥.SALES Nor VERY |i sis: [FORD LEADS IN SALES 


BRISK IN OCT., BUT | showed’ ceciced increase in acci-/ IN SEPTEMBER; 4TH 


VALVE PERFORMANCE USED CARS GO WELL ‘Pie's "sane na woos «CONSECUTIVE MONTH 


and only twelve reported accidents, 
(Continued from Page 1) July being the best month, with a 


(Continued from Page 1) 


According to information given in a recent paper read) fre ty of 5 
« i 2 « , oe ae 7 ' quency of 5.59 : . 
: . : . +, | division of the business. Further-| 4, anrinofi ee ater | Units totaled 32,440, or 33.5 per cent. 
before the Oregon section of the Society of Automotive, | | The Springfield Municipal Water | 5¢ a1 makes, as compared with 


about one hundred million valves for automotive engines | 


more, sales of used vehicles are con- | works, Converse Coal Company, F 


| tinuing briskly in spite of the nor-| Mallory. Inc. J. J. Sullivan. the 26,965, or 27.8 per cent., for its near- 


are manufactured annually in this country. Of these, about | mai tendency to taper of. with the | Movei;, Inc., Park Department, Black | °*, Competitor. Total sales of «ll 


40 per cent. are for replacement service. advancing cold weather. '& White Taxi Service, Inc., and 
It is thus apparent that problems® 


pertaining to valve design and in- 
stallation are of much importance, 


| stresses result. 


and that proper selection of the| 


materials used, among other items, 
may have much to do with the prop- 
er maintenance and operation of all 
automotive equipment. Many of 
the considerations involved were 


treated at length in the paper in| 


} 
} 
} 
| 


| 


question, which was presented by} 


Alexander Robb, chief engineer, Jad- 
son Motor Products of Bell, Cal. 
Extracts from his paper follow: 
Valve replacements are due mainly 
and in order of importance to over- 
taxing engines by prolonged high 
speed runs, careless maintenance, 
such as tappet adjustments, faulty 
original or replaced installation and 
equipment and replacement valves 
being of inferior quality in both ma- 
terial and workmanship. Because 


of the high temperatures which they | 
attain, exhaust valves offer the most 


difficult problems. 

The high-velocity exhaust 2as in 
passing across the seat of the valve 
impinges on the portion of exposed 
stem in the part. Absorption of 
heat at this time is great, due to 
the velocity of the gas. The higher 


the velocity the more the heat trans- | 


ferred from the moving gas to the 


valve. During this exhaust stroke | 


heat from the head and the hot 
portion of the stem flow slowly 
along the stem and some of this 
heat is transferred to the valve 
guide, which in turn gives it up to 
its cooling medium. This transfer is 
dependent upon the contact condi- 
tion between the guide and the stem. 


Upon closing, the valve transfers | 


some heat to the seat, which is a 


part of the combustion chamber wal] | 
that is provided with cooling means. | 
This transfer, along with that of the | 


stem to the guide, continuous until 
the valve opens again, or through 


three strokes; inlet, compression and | 


power, but on the power stroke more 
heat is being absorbed than trans- 
ferred. On the inlet stroke, how- 


ever, the entering cold charge ef- | 


fects some cooling of the valve, but 
does so at the expense of the volu- 
metric efficiency. Throughout this 
entire action the balance of heat 
has been in favor of absorption 
rather than dissipation, with the re- 
sult that retained heat in the vaive 
is sufficient to constantly maintain 
the head temperature at from 1,200 
to 1.600 degrees Fahrenheit, a good 
fair average being around 1,450 de- 
grees. As 1,200 degrees is a red heat 
and 1,600 degrees is a bright heat, 


this valve is not working under fa- 
vorable conditions such as are pres- | 


ent in the case of the inlet valve. 

If the valve seat or face is abso- 
lutely concentric with the stem, if 
the valve guide bore is absolutely 
concentric with the seat of the 
motor, and if the fit of the valve 
stem in the guide left no clearance. 
then the valve would always con- 
tact with its seat squarely and uni- 


formly, but these conditions are not | 


possible. The manufacturer's toler- 
ances for size on the stem and 
guide, and the necessary clearance 
between stem and guide to allow 


for the maximum expansion of valve | 


stem, and the distortion of the 
cylinder block mean that the valve 
actually does have side motion, 
which increases with any wear that 
occurs on these parts. Quite often 
this clearance is in excess of that 
required. With lateral motion in 
the guide, the valve does not seat 
uniformly. It actually strikes an 
impact blow on one side only. A 
sliding action into a full seating 
position follows. The impact creates 
a bending stress in the hot portion 
of the stem under the head. Any 
rotation of the valve changes the 
position of this bending stress. Since 
impact is taken by only one small 
spot on the valve face, this small 
area of both the valve seat and the 
cylinder seat is highly stressed, 
tending to compress or dent them. 
If due to weak valve springs the 
valve has not followed the cam, 
the resulting inertia force of closing 
instead of being taken partly by 
the cam is taken entirely by the 


—————— 





makes were 96,943. 

Ford passenger car sales in this 
|}month totaled 26,432 units, or 32.3 
per cent. of all makes, as against 
21,659, or 26.4 per cent.,. all makes, 
for its nearest competitor. 


aa ae See ae There is a general expectation ' springfield Strect Railway Compan) 
valve seats, still higher impact | along the Row that there will be an were announced as the winners, out 
|improvement in sales once the con- | of the twenty-four fleets, which re- 


Valve spring vibrations also affect | fusion and uncertainty of the presi- ported for the month in this con- 
: |dential election are removec 


the uniform motion of the valve at | 
certain speeds or periods, For satis- 


factory service, the valve stem oper- TRUCK, FLEET SAFETY 
ating in the guide must resist abra- WINNERS ANNOUNCED 


sion or wear. 


| Seat, with a total of 587 vehicle ek oe eet : 
drivers for 139.493 hours Ford commercial car sales were 


This contest is being conducted in , 2395 units, or 50 per cent. of all 
| makes, as against 1,861 units, or 40.4 


co-operation with the state-wide | ; : 
contest of the governor’s commit- | Per cent., for its nearest competitor, 
while Ford truck sales were 3,703 








To summarize, valves should: Springfield, Mass., Nov. 2. — The | _ —— a eee Sey: units, or 35.5 per cent., as against 
1. Resist corosion under the very | winners in September in the com-| GAIN IN TRUCK USE 3,445 units, or 33 per cent., for its 
high temperatures and stresses tO| mercial vehicle interfleet contest, | IN LIVESTOCK HAULING | nearest competitor, 
which they are subjected. being conducted by the Springfield| Oklahoma City, Nov. 2 (UTPS).— | ——————-—-——- ——--—- 


2. Resist the constantly changing | Safety Council, were announced | Increasing use of trucks in hauling | ber record, a new all time high, ac- 
yesterday, together with a statement | livestock to the local livestock mar- |cording to officials of the Oklahoma 
(Continued on Page 8) that Springfield’s record for that ket is shown clearly in the Septem- National Stockyards Company. 

















1933-A BATTLE 
OF PRICE TAGS! 


1933 will see a battle royal for sales between dealers in 





the lowest priced cars. 

Many manufacturers are planning on an assault-on this 
“lowest price” field. 

Many dealers will be attracted by the lure of this “mass 
market.” 

Many have already found—to their sorrow—that the 
penalties of “mass selling” outweigh its advantages. 

Many other dealers with the vision and the experience to 
realize that it takes more than low price to assure profits will 
do a substantial business in protected territories on sales 
that will bring an adequate dollars and cents return. 

Graham offers a most attractive 1933 program to such deal- 
ers, backed by a car that has made the greatest gains this year 
of any car in its price class—the leader in style as well as value. 

We would like to talk to dealers of this type. 


GRAHAM-PAIGE MOTORS CORPORATION, DETROIT 


I RARAM 
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NEW PASSENGER CAR REGISTRATIONS FOR FIRST 





























































































3 
oe 
2 = 
MAKE OF CAR| 2 | 4 d 3 | 2 d 5 : 3 & 3 
2/2 |§ ae 4 3 Bl a | 4 j é 
#\eié 3 | & 3 2 z ais 2 
< < < o o & 3 = = = = Zz 
Auburn Group | 52 8 13) 1048 130) 176} 7) 106) = 3 27, 991/384) = 93} 94) 105 62 28; 228] 449] 288! 120 3} 459, 24) 44 
_Auburn | i822 8 13,1023, 127175] | 102) 37,26 64 365, 90] ~~ 91|_—103 61 27,225, 444] 284) 118, 3] 449) 22 ak 
Cord 19 3 4 2 | 10 2 
Chrysler Group | 774 306 639, 10789, 1566 3131] 337| 1565, 1386]  261| 11026 5225| 2179] 1603! 2154, 916,992) 2080, 6905{ 7835, 3375, 314) 5954| 551| 1022 
_Chrysler | 15023, 78, —«:1734|— 239389] 4) 261,243, 31/1590, 579/260] 170,310, 89,97 ~—S326| 905] 1036 541; —41|_—«587| S76, «GL 
_ De Soto _| 68 65, «39, 2060-89) 431] ~—38, S99, 108, —s31,-—«1756 ~=«1095, 196] 197,255,106, ~S 67, ~—S 290) +583] 1447 260, 33, «991, ~S«5| SSD 
_ Dodge || =o ~S—Si6,Ss«170) «21866; 266 +=376) 23, «160, «268, += 54 1669764) 469] = 278, 375,275,161, ~—310,_—=«74] 1045 «397, S56] 932,81) S«s 8S 
Plymouth 461 149 352 5129 972° 1935] 192 1045 767 145, 6011 2787, 1254] 958 1214 446 667, 1154) 4443] 4307, 2177, 184, 3444, 329 617 
Ford Group [| 1i77 503, 1883 2265, 629. 2936 3360-526 3128 ~=3102~«—« 2574, ~—«1EG0,~—SCS332 8613. 5071, 1466 7116 885" 30 
_ Ford | 1772 499 1882 15136 2256 2403] 619 2913 3340) 525 10298, 5617) 4192] 3115 3083) 2558; 1450; 3321/ 9506] 18406 5022 1461| 7042 883 2984 
Lincoln | 5 4 6 378 9° ~««387f._~—-«10,,'i‘i‘ ;SCti‘<‘i (SCC (tC, CCidH’_C ($;UN A’—s—“<$si=i‘i,S™~C«*é‘SC“‘<i«é‘i‘:SCdSMBYCOT,—C(itsKC(<‘i‘i;:CtCiHSC“‘ RC 
ven. Motors Grp | 3251 907 2890 19598, 3787 1443 4778) 5885 2, 7 5955. 4942, 4184, ~—«3267,~—« 7765) 18813] 18815 10360 2881 3 
_ Buick ———s|s232s«137-—«143 2958) 525, 1039] 193, 398 474, 70; 2362, 889, 436|  362| 281/ 249/386, +483) 2599] 1780 710, 90 1196, 160, 316 
_Cadiflac | S188 siT,—Ss«BS CSC] ~—H|S—8H|_CsiCH|SC“‘K):«C«@S|_CS72| B32] 22 48,28] 56] 222] 363, 5B|SCéa|sCiéLMG|_C CB 
Chevrolet | 2i0u «652-2586, 13210' 2753, 3930] 966 3833 4793| 682/ 15557, 7961 6333] 4731/4191, 3545, 2080/6 250| 11546| 12841, 7861 2684) 12784) 1318, 3760 
La Salle 6 4, 206, 19| 92) 13, 2; 20 1 320 34 # 18] 13 8 11 29 32) 234) «2174~—~C*«SAT 1 88 1; ‘14 
~ Oldsmobile | +44 ~~ +44 ~ «422 982) 95 348, 68 68 164 26 1777 743 328] 187 101/ 117 193, 185) 1338| 1548, 594) 37; 780, 47; 191 
Pontiac | 207 63 128 1671 366 1004] 178 419 384 47 2535) 1143 806] 630° 339’ 214 ~=551|——759| 2874] 2109 1090 68, 1481; 234 494 
Hudson Group |  %2 57 24 1468 304 635| 4 371 186, 43 1726 1031 G48] 469 341 63, 469 493 2571] 2931 9 7 +80 
Ussex | 57. 38 20 970) 229 513] 53) 256 129, 27, 1258 730 478] 317; 280’  45' 368) 372; 2018] 2214 366 13) 621; 65, 126 
Hudson | wb 19 4 498 75| 122) 11) 115 57 16 468 301 170] 152) 61! 18 101; 121 553] 717 183; 4 180; 42) 63 
studebaker Group 44 64 4312 53 : 365 545, 1968] 1408 _ 
~ Pierce-Arrow 1 7" 198, -20)~=CSS~CS)SC*~‘i )C)SCSC*~«SS:~C<“‘i SCC Citi t“‘(‘téiYSCS*C«YSC*~“‘ SCY )~SC8,StCéS;Ssti«éiY:CiiEC (“<#SCS_Cs‘CiSSR 
Rockne | 69 51 23 1740, 126 277) 41 +61 170; 23) 719 502 30] 166) 227/134; 177; + 232) + #712) +676 307 61) 282| 35) «155 
“Studebaker | 74 ~~ ~+2=56 +40 +2374, +207, «395, + +37 + #92 231) 25 1712 709) 235] 177 187 102) 178 280, 1072] 652; 460; 57, 508) 74) 150 
Villys-O. Group 14; 23 23, 1007, 220,  228| 40 123) 14% z 374, 342 88 132) 278) 685 5 a 
~"Willys-Over. | 135. 18 21, 625, 203) 197) 41 111 130 26 1461, 800, 489] 345| 303’ 80, 113 241, 543] 576) 569 39) 841) 73\ 333 
—Willys-Knight [| 12. 5 2) 382) 22) 31f 2 «12 #«12; 9 189 #«©644) 31] 29, ~«39/~=SO|S*=<~SNStSC=<C~«~<TY:SC*«it YC ,SC«iAESC:C“‘éi MY: SCs (iD 
“De Vaux —o @ +t 262] 2 of | 7 4 «28 91 30| 33) 2) ol} sd 9) — | eo  @ | 2 of fT 
“Franklin. | v1) 1) S| 8 42) +2) 45; on; 0 102; 37] 3) 912} ~+*10|.~~+*40)~«24)~«l05)~=«12)”~S*«S~a!*C:‘<C<CS~«*SC“Ys*‘éY:S!:S:CYCSCS 
—Graham | 10155. 1071, 92) 266]. 7| 150, 102) 32) 831 277 91| 75| 58| 54)  69|  160| 457] 758 261, 13) 385; 18, ‘4 
~ Hupmobile p42 18 561; 38) +116) +12 62) +4118  3| 635 181) S58] 61/  +—+79| + ~—=»«39| +~=S«29)~=«d04|S=«dG |= 843, «192, 26,273, 10— 48 
~ Marmon , i i | 46 9, 16) 1 7; 2) | wi 4) #@f sy 6S}|~—~CUS)!UCUS]CO] CUTlUCUCTlUCC CUCU 
™ Nash | 5865 70, 1223) +169, 381] 64 89) 129' 52 1379| 258; 205]  140| —96| ~—=«264-~=S=«207| +~—~«250) +1505] 403; 301; +90; 524, 87; = 
Packard | 30. 16 9 624 55, 261] 40 66, 75 1 776 126) ‘77| 27| 75| 44) 84 157 583] 418, 167 6 iss; 7 28 
feo ; 17 1 11) 228) 23 O7|  1| 30 22; 7 202; “52; 34j 8; 3, Sia] —S—i82| Siti] += 293, 7O)S—C=‘Y=SCiéiK SC * DD 26 
Miscellaneous | 16. ~*«1,~346,~=S«SS| = Sd], 458) «B/S sét|,S«s220| S| DCT sB|SC~“«t‘“‘Y:SC‘“‘éCONS#O#*CABON”#COOCTG)«OSC«C«*dKS|s—Ss—“‘sT|;~=«CdSMOYSCDMT sd 
“State Totals | 6400 1999) 5707) 58054) 9092) 15081} 2752) 11031) 12029| 1884) 55879 26358/16604| 12348/ 11831 8636, 7164) 15527, 44551 | 53478) 21944! 4999 34367, 3715) 10018 
| s | 
Make of Car a | 1 4 z 2 | | = 3 | ¥ b s | 3 | & | a 
pig iG /E 13/2 laiagl a |}2 | 4 os |3 | 4 | eels leigi#giai4 
e/a is el) ele 1 2/28 )e}¢e!8 1218/2 | Lele a lelase|s 
3 = at a 4 = -_ C = | i } = = = = 
1 lg isle /2/8 8s l2 lle ible le le lalel2d lela lel: 
Auburn Group | 38 30 8 3089 230 564{ 31) 247; 97 48| 2902 995, 291] 120; 170 89, 113 313) 1421] 1042) 397 6 716 = 53} LOT 
Auburn {| 36 30 8 3019 214 553) 31 227 88 44 2709) 925 277| 107) 159 78 111 300 1384] 996 382; 5 669, 49, 99 
Cord 2 = 70,16, +11) ~(|. ~~ 20)”~SC*«~<‘SC*‘«SS*SC*C)~SC*SO)SC‘éi MD ~=CO*S|~SC«<a‘)si‘iéi‘ia:!~«é r) tia !CUYlUCa CU CC 


Chrysler Group | 611 454 1002, 12571) 1572; 3641] 368 1714, 1572) 604 12641, 6489) 3901] 1870, 3163, 1326, 1472, 2178! 7535| 10862; 4974) 466, 5168, 889, 2018 

Chrysler | 163 74 193 2044 346 868) 185 545 380° 106 2909, 1159' 787| 313 736 306! 297 574, 1970] 1890, 1153; 158) 949, 242) 407 
“De Soto | 75 89 60 2432 92) 752] 27 106 143 90, 1851 1338) 272] 174, 269 213; 118 227 503] 1110; 330, 35; 537| 135, 105 
1035, 31| 318 +507, +182) 3735 1497 1199] 637, 860, 427, 392, 438 2201] 2604 864 121/ 1496, 195| 487 


“Dodge —~—|~=Ss'141'”~Ss«s«133 355, 3411) 520 i 
986 125 745 542, 226 4146 2495) 1643 746, 1298 380) 665 939 2861] 5258 2627; 152) 2186; 317; 1019 


“Plymouth | 232158 3943784614 


















Ford Group | 4563 1622 3009 38443 4431 6314] 1396, 7307, 8467 1565 29751 12542|10843] 6370 7031, 5080 3687 7001 24255| 27119! 10375) 3272) 14498| 2129) 7314 
_ Ford | 4559 1617 3006 38139 4418 6268] 1389 7276 8440 1562) 29438) 12494/10809 | 6357, 70095063 3676 __ 6972 24081 | 26948) 10334, 3267 14422) | 2126 7295 
Lincoln | 4 5 3 304 13 46 7 31 27 3; 313 48} 34 13 22 17 11 29; 174 171 41 5 76 3) 19 
Gen'l Mot, Group| 5748 1925 4003, 42785, 7260 11813] 2088 9217| 10274) 2079) 44132, 2033819073 | 12017 9825) 6420, 5703 12363) 29772 | 34309) 19826, 4233| 25646, 3234) 10590 
_ Buick | 356 269191 6329-936 1800] 296 = 710 807152, 45391695) 1024] = 740,413) 288, 686 _ 946 4377 | 3352 : 12971821863, 290, «675 
_ Cadillac ~ 4 19 1426987 48, 297| 37 60 67 22 TTL 1386 9 TT __ 63, 74502] 546 105 2 166, «10, 
_ Chevrolet | 5157-1434 3506 29733 5339 6925] 1340 7339 8443, 1734 28637 14505/14800| 9484 8482-5533, 3470-9424 18124] 22559 15059, 3838 19780, 2425 8665 
__La Salle — | 17 7 22, 448, 36173] 328 4 583 62) 45] 27, 26, 52 56511] 24d 11,4, Ty 14 12 
_ Oldsmobile | 39 ~=s«-:102 61 1741 245 708] 114 218 333 64, 3903, 1600 1013 | 394 197 182 396 380 2205] 328i 1193 40 1241 121 405 
: "1483" 4053] 4330. 2101 +167 2479 + 374; #812 








859, 582, 127 5699 2320 678 





2122] 1325 
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- Pontiac 7 160 gs 197 
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_ Hudson Group | 70 8651-2504 5701273] 136 723,353, 90) 3115, 1808, 1300] 933 G84) 2351095, 814.4725] 4130, 1173, 63; 1204) 249 } 
_ Essex } 51 45 361366 33452] 92 443207482144 1278 858] = 581514 146804753484] 2908, 756 40) 891,148) 226 

Hudson } 19 «42 15 421 14642 23 1222 417—=—«<) 813, 101| sid 
Pierce-Arrow Gr'p| 159° 12867-4567, 412,825] = 53) 272502! 116) 3104 «1285 647] = 466 343252 374) = 567-2210] +1005 911! 142 999 163, 528 
“ Pierce-Arrow | 2 3 3 343 ~=°35~—S—«d1:20 5 28 44 274 = 40 9 | 15 19 24 ~=«i1stsi‘(<i‘éwak:*~SOC8KT YC CD 3, is) of i S 

Studebaker | 157 25 5 458 116 51 28, 518 1863] 962 860 139 863) 157) 518 
Willys-Ov'd Group| 261 59 114 2285 597 451] 77 253) 183 140 2481 1605 1560] 727, 808 13 355, 461 1344] 1576, 1522) 97/2087) 235; 845 
_ Willys-Overland| 248 ~—51—«107—«1673, 548356] +~=62 ~=«219S—«s163.—S—=«126»«-2059, 1499 1464 657 ~—«=726—=—=—«‘i22|”StSt*=«Ks«BDSCBT | «1407 «21369 84,1891) 211, 742 
_ Willys-Knight | 13 8 7 612, 49 #495) +15 #34 °«4+.20 14 422 106 96| +170 #82 ° «4.24 #440 + #«.(‘72 357) 169 153; 13! 156) 24 103 
Non-Affil'd Mfrs. | l | ee ee ae ee. a ~ ——) oo 
_ ‘De Vaux | 24 960 41 78 | 3 17 22 37,201 52; 119 | 11 37 20 +5 6, 1a3| 403; 33) (| 33) 29 17 
Franklin | 2 2 i; 215 9 97 | 8 56 29 6 i) 8 13] 2 Ff 9 6 UhlhlmMmyhlhUurhUhrhUhTlUchhUr hm 
_ Graham | 2 6 94 1387, 194 381| 8 324 147 61, 1048 390 242] 149 £4.98 67 137 +259 S71] 811 441; 33 529; 30; 148 
_Hupmobile | 50 38—S«Ss«d10385,~S—«S*=iéiBK]~=«*dLDSs=«id‘z'T7,—~=C«C«SS=~«w',sSCid'38)—~—=i3BO-~=—C9|~—S—=«Ss“‘«éSC*«éiS(SC«iS*«iSC«i | C4} 495, G11) =| «108 
_Marmon | 34 S=«OS 168, 62 #94) £2 «82 «36 ° «+41, 344 330, 53] 64 «4101 40; 34 + #«4930 183] 201; #44 #44 290 # 323 3L 
_ Nash | 92 144104 2494" -348—*766)~=—«<68~—~=O«45| ~—«5G~—«i0G, «2535 ~=—«95, «20 +©«=«334) ~—=S«68,~=S«379/~=S«418 Si) 2439] ~=«724—«4, 185927, 145, 225 
_ Packard | 41 29 11, 1026 66 414, 66 105 66 «410 1251 182; 131f 53 82 52) 108 ~ 193, 853) 536, 286) 13; 272; 9 58 
_ Reo 6 ol 5 «15{ «428, —i4 CYC 15, 31, 22) 352, 112) 83  77/ 64 +18} #56) 62; 336| 374, i134; 3| #14ij  42{ 32 
_ Miscellaneous | 12 15 24, 1681; 251 ~=«103{—S—«63.Ss*154 40 62 988 264 3037 173,” 135 30, 50/ 216 405] 453; 380; 6 498, s8{ 122 
State Totals ] 11724 4572, 8518115638 16168 27281 | 4381/ 20908; 22289! 4958 106160, 47405/39288 | 23458, 22918 14271| 13750, 25274 77312| 84081| 41598) 8585' 53482| 7398| 22486 
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AUTOMOTIVE DAILY NEWS, THURSDAY, 


NINE MONTHS OF 1932 BY GROUPS AND STATES 


NOVEMBER 3, 1932 












































g P $ 2 | sieid -| 4 | 2 o 
e1epliagle “ ee | S| % ls | 5 3 3 
MAKE OF CAR e;f&i]s | & é ele |e] | & LA he eiai/BIiE lai fis e = 
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Zz Z. Zz Zz Zz o | 8 Oo; m@ | @ i] alo l el el ole |e] BLE | = a a o 
Auburn Group | _—8|_—s36,_—sB13| 5, 2155) 96 5} 813; 87, 35 949; 76) 35] 8 69) 204 29; 47, 98 91] 85) 243; 14) 277 10,955 
Auburn 836 —491;_—i5| «204i; 96} S| 796) 87] S35] 932] 76) 34) 8} 69) 202) 28) 47, 92; BE ]~—S OS) 13/274) —«*210638 
~ Cord 22 114 | 17 17) a Portail i ie?) Ae 3, —Ss«T 
Cpe Urea Ta FOS 7 Tr 922, 17383 y oer 9, 5297 30; 3 S11 
_Chrysler | ——«50| 96) —:1265| 33, 4032; 305; S39 | 1283| 241; «160; 2892) 241, 82] 89) 187/787, (11) 64; +266; 308; 245 441 59 224 23400; == 
“De ‘Soto f{_—s24/—s102,— 944) 13] 3453; 110) ~—s25 |] -2301/ 236, «2145, +2258; 289 +97] 57| 140; 452; 44) 45) (344) 260) 249) 445 «15; +~«265, —«-22641| 
_ Dodge | 3179922; 50]: 3043; 299; 76] +1363, 489, 141; 2360, 165, 110] 111, 265) 711; 60; 77, 411) 257) 312, 519; 62) «290; + ——«23521 
“Plymouth | 113 583, 4373) 114) 15687 ~~ in ~ 935, 476, 9873; 882 299| 3227 817/ 1595; 144; 343) 1002) 1039 Sacnad ~ 2085|-218; —*732;—=—«86| 
Ford | roup 11: 1190 170 3 77 «5121 98 76, 261 26 
Fed _ 1120 7107 ~569/ 31 a37, “35047 7054] 12158 3429/1374] 14758| 1178) 1698] 941 2347 10121; 640, 774) 5105 506-100 - 4467; 476-2562) —«211693) : 
Lincoln | 7 14,128 1; 565; —ia4;'i“‘i YY 88;CCi‘i CY i] Ci CCC 52; 2575, t—C~C~S 
Gen. Motors Gr’ 3 894) Ser: : 39, 32 oF 327 19143 1 35: 5S 
_ Buick |= 105251, 2867) 127; 9698; 283; 113] 1782 $30; 259° 4026) — 400/154} 101) 242) 1531, 118) 218) 509| 452] 216) 1046) 128) 469, 44093) =~C~S*W 
_ Cadillac — jl 10; 389, 141423) 807) SAT] 4,37 P29) 10), S122) 18)—iCiStCté«iYSCSC*«‘i TSS 
Chevrolet | __361|_ 1330 12089| 687, 35023) 4473/1488 14580, 6220; 1679) 21963| 1733| 2333 | 1254) 3737/15986, 811 974 6990, 2354| 2766, 7143 679 3719 289960, 
_ha Salle” {| 7218 Ca ae [| isa, 21; 848}, 2j YC) i) SSC=«iSCSCiSC«TT 
__Oldsmobile | 17, —*125|:1257, 13) Sapa; 131; GAY 1267, «137; 102 —1837/— 102) 42) 137| 109/268) 55, 97,143; 260) 119 +~«<584~=«49~S=SCS |= = 
Pontiac | 41| 279; 2218, 58, +5912, 402; —«105| 2604; 654) —«i174) 3835, «443, «:164] 126) 189 1176) 91 224; 777, 392] 396 "1087 72, 623, 41836 a 
Hudson Group [| 19 2091 ‘ : z 1G m 930 GCL 
_Essex | ~SC*S) Ss), ‘1:1 --3593| 277, —«27 | «1813; 107, _—S77,_—«2123| «240,92 | 41/156; 309) 81-189 415, +155] 252 706) +82 201 23883 
~ Hudson | 14 42; 384,—~CST|S«*i'83]—CY—C«i YB] CBC GCSC“(ié‘TSCBK YY 13) 32) 113/30, 46,116) |~SC«C«AYSC) SSCS 
_Pierce-Arrow | 1 3 ~=238|—Sis«d|SséS1B 7 | 5 2) ~68h}| 615708, iT Cay i‘i‘HSCéaA}CtCité‘“‘ YC CCSC)SCSw2G - 
_ Rockne = |—Ssd15|—s117.—'=s756, ~—Ssd17,—=«1580, «93GB B34) 4) BZ) :1100, 132, 40] 85) 127, 469, 3481133, 241] ~«2147~—=C«S 11S) 07~S=« BBD) SCS 
Studebaker | 43 106 1212) 14) 5109; 85, 41] 1018 137; 151; 1694) 112) 25{ 77 14% 504/47 50, 178 307] 107 +577 +45, 308) ~~—«22173 ide 
= . ee : : 170 275 fi; 7 7 7 BG ; : 7 : 
__Willys-Over. | -11/ 78, ~—«704,—S—s11.—=«2898/ «126, «153 1629, 161/ 90] 2514) 141,33] 66) 182) 356) 15, 146 258 178{ 300 762) 27 103 19336) ~~ 
_ Willys-Knight | | Ol 315 £4| 725; £4; wf 231; Of 30, 270) #14; «=f 12; 14[ 2)” 3 10% 20; 37) as)6UM!hCtC~=S CC = 





__De Vaux _ 2 a ee 94 16) 6 oj 1s); «1oCC | CC CCYSCéa,C (sit ,SSC~‘iaSSC«S*«sii 
_ Franklin ; 2 6 a 367 —s j 104 +8 11) 189; 32; #1f 10, 34)—iCsi1,sCi ti‘ CC ~ 1) 14) 
_ Graham — } 13, 8050471731, 6, 4] 733,37) 122) 1100 90, 10] 24) 85) 27163, 49168) 146) 13385 146311235) 
_Hupmobile” [| 317,482, 148623) 2Y 7251) 11) 1721) 7546 | 3373) 154) 2137, 146) 6244] (250—19S127—Ss«5 2B 
_Marmon |i‘ SC lL 8 8B a a a ee 5, 1259; # 
_Nash | 18| 1841035153717, 387 43] 89883185) 1711, 153,15] 38) 108, 222) 5974174, 291] 12676442285 83BSE 
Packard | S21) 3857872108; 3748288} 35,904) 6314] 5) 53) 130, 304410881] G7——170— 7 S194 (9302 a 
Reo —___ | 2 20) 156) 5H 587 19, 21—Sés«306) S34 7, 2 15 91 5 CG} =Ci|,sCOYCi8,t(‘ zBS*~C~S 12-3322 a 
Miscellaneous a. 1 4 166 8 390, 1065 6| 136 18) 22,233, 3218 10,17, 818131 3 10 3409 7 


‘State Totals | 1206 : 23) 42171, 1785133177, 11503 3632 | 54477 Lense 5502 80624 6822 2 5364 | “3574 9205 35880 a6 362617551 9606] 8549 22696 2065 11346 943092 








NINE MONTHS OF 1931 BY GROUPS AND STATES 
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Auburn Group | 41 82 1757 3) 5487; 162, 28] 2098 106 132 2554 281 S4] 27 144 183 53) 84 «191 209] 237 725 19 294 28,069 
Auburn | 37 82 1703 3 5259, 156 27| 2016, 98 123, 2487 275 51] 25 142) 157 51 83 183 194] 226 689 18-285 26871 : 
Cord | S 54 228 6 ij 82 738 9 67 3] 2 2; 26, 2 1 8 15 1] 36 1 9 «(1198 
Chrysler Group | 313 898 7499 335 24861) 2426) 618] 12490 1905 1353 18600 1876 1015] 1146 1673 5727| 404 789 2825 2607] 2338 4870 470 1878 187,977 
Chrysier | 124 191 2670 80-8105, 655, 135] 2681 3673455073531, 258] 235 273/ 1392/88 182 648 552] 544 (1017 11038746297 
~ De Soto | 34 88 752 21, 3215, 170; 24| 2043 98, 250 2305, 430 163] 112) 159 839 62° 64, 460 507) 188 583 13 298 23961 
~ Dodge | 70 175 1842 122) 5148 666 171] 2311; 873) 313 4234 410; 235] 355, 534 1639 173° 188 755 498] 646 1452 180 565 47341 - 
Plymouth 112; 8393, 935-288} 5455 567 6988 444, 707:1857' 81355962 1050] 960 1818 167 628 70378 
Ford Group | 649 2607 17750, 1026 49278; 8893' 2047| 26056! 6125, 3864 29288 2911 4570| 2344 652019823 1589 1490 10970 5363] 4621 9794 976 6886 473,824 
Ford | 642 2591 17601, 1022 48555, 8879, 2038] 25915 6105, 3846 29057 2885 4567 | 2342; 649719776 1584 148710951 5346| 4606 9755 973 6849 470834 
Lincoln | 716 __‘:149 4, 723 14 9] 141 20,18) 231 26 a 15 39 3-37-2990 
Gen'l Mot. Group| 778 3693 32071, 1600, 84818, 9877 3324] 38365 10616 5310 53454 4884 5860 | 4042) 912429001, 2283, 221714238 7184] 6534 18973 1602 8095 712,616 
~ Buick | 94 393 4755, 245) 13487/ 616199] 2869 842 508 «6475702, 296 | 245 502 2529, 223 326 848 911] 399 1741 168 756 74342 
~ Cadillac ~} 10 34 680 13, 2214 42 3, 441 8 38 762 81 #£9| 2 40 179 23 19 «#61 «59] 838) «(145 10 85 ——ié«éi298 
Chevrolet | 597 2396 19997 1210' 51870' 8113, 2660| 26448! 8574, 4062 35695 3075 5069 | 3091 7868|24052| 1772; 135911474 4835| 4828 13123 1241) 5727 504871 - 
La Salle © } 10 24 408 4, 11677 «32, ~—~=«2Y 252 83 24) «591 79° «=15] 2; 32) 115 10 28 30 264 32 98 2 57 5745) 
Oldsmobile | 26 319 2584 49 6642 305 113) 2963 195) 240 3781, 152, 124] 415 289 512 81 168 357 563] 306 1283 88 567/-42208, 
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_Hudson Group | 71438-2740, 29,— 7814) G73|_— 97 | 3600, 230, 241 4998; 480, 265) 162) 336 745 244 445 939 455] 4921668169484 55,489 
~ Essex | 43 311, 1820) «10, -«5472) 458) 61] 2683" 122/133) 3602, 362174] 109/253, 462 141° 310 668 298] 354 1174 127331, 8265 
Hudson 2342) 215 957-108) —«108)*1396, «118, 91 138 494 ~—«42)—S—«103 17224 
Pierce-Arrow Gr'p| _ 86206, 2605, 48, 7036184, 127] 2201, 277-342-3206 374102] 188) 411 1344) 127 96 427722) 236 S75 469 42,152 
Pierce-Arrow | 1 14 376 4 770, «15 | 185) 41° ~—«25) 319) 73 4; i} 23] 125; 3: 9 40; ~ 29] 8 75 2; 42 3798 
~ Studebaker | 1 187; 3881219 124 87 387 693] 228 1076 73 427 38354) 
Willys-Ov'd Group] _22|_276|_ 1679 74) 6293|259|_— 357] 4056, 290, 166 4059, 239, 56 | 298, 342) 828 89 247, 440 608] 7151304622 43,235 
Willys-Overland| _17| 239 1106, 62 -4750| 242; 337) 3356, 239,126) 3359, 185’ 52] 279, 318 723° 75-229 394 481] 659 116553156 36065) 
“Willys-Knight | 5 37 573 12) 1543 #17 20] 700 51; 40 700 = 54 4] 19° 24) 105, 14° «18 #46 «#4127[ 56 = 139 9 «63 7170 
Non-Affil'd Mfrs. [| Ree ee Ce o, toeee ree on 0 - | =o | : ae ee 
*De Vaux | il] 21/230 1 328, —«38,—Ss« 20 «(123 a es 8} 15) 38 37 «9, 42 #6 6 6, 40, 197 6 i 3916 
“Franklin «| ——s3|_—Ss 32,206 3~«C«S79~=C*«‘~2I3|=Sti‘i‘ié‘wYS*C«éd YC, (tC COB, SY 19, 53; «12; —=Ci‘“‘(‘(.tC‘“ | TY 1}, = 80 7, 2 z= 
Graham [|_| 79685 9 2253 «108 «= 3] = 945) ~S««B2|—Si257|«1753) «i143; «26 | = 39144) 476) 125 37 «163 217{ 235 430 =12) 257 16135 
“Hupmobile | 16 77_—«868 2) 2445 «45, ~«22] «+935 ~=«OT7|S:*=«é«‘iS| S543) —«139S=CBD 84) 138) 361, 58 =80 «279 «262, 107 262 §=—38 23815085) 
"Marmon | _—'5|—«20/-—=«307/, 7,606), 1G| 21] 485) 16,27, G16) | 14 115,133,720 48, 105 3° 57, 4857) 
"Nash —~*«| 25, +277 +«2508, 46) 6568) 107/97] 1744 153-265 3071/3047 47 | 98| 173,626) 147 169 268, 268] 247) 1547) 8434], 3 4ATT a 
"Packard (| 16, _71/ +1028|—=5|_ «2788, 63, 6T7|_—'206/ GO| 1341/89] 29 | 21, 72)_ 244) 2545160, 94] 94) 220) = 4 KO} 13407) 
_ Reo ft _ 5) 28) 302 6 919, 14 14] 293, 36; 60, 349, 128 16] 7 30; 209, 21 19, #37 94f 61 #120 13 22 5484; 
"Miscellaneous | 14, 45; 623,_—s41|_—*21196, 81,42] 888; 114) 214/986, 7537] 82,70, 328, 4622) 109) 283] 58)_—255 8175; «12307 
State Totals {| 2078| 8850| 72859| 3235 203369 22959| 6868 | 95144/ 20144) 12463/126503, 11984|12179 | 8582,19247,60072, 5278, 5754,31129|18499] 16075, 41651| 3543, 19635) 1652003} 















8 


AUTOMOTIVE DAILY NEWS, THURSDAY, NOVEMBER 3, 1932 














NUMEROUS FACTORS AFFECT 
VALVE PERFORMANCE 


(Continued from Page 5) 


temperatures from maximum to 


minimum. 


3. Have physical properties at the | 


sufficient to 


highest temperatures 
resist the various stresses mentioned. 

4 Resists abrasion or wear on the 
stems, due to working in the guide, 
and also on the end of the stem that 
contacts with the tappet. 


5. Have the best possible accuracy | 


and finish so that, with proper in- 


stallation, satisfactory service can be 
expected. 

No other part of an engine is sub- 
jected to such gruelling conditions. | 
Therefore, their satisfactory opera- 
tion is a real tribute to the valve 


manufacturers and to the men who | 
ot | 


install them. Materials, design — 
the valve and valve system, and in- 
stallation are the three related fun- 


damentals that make possible de- 
pendable valve results 


Early attempts at heat resistance 


involved the use of cast iron valve! ; 
heads, either screwed, riveted or} 
welded, usually to a low-carbon| 
steel stems. Cast iron is reasonably | 
heat resistant, but at the elevated | 
temperatures it lacks adequate 
strength: This type of valve also 
gives considerable trouble, due to 
the two-piece construction, the 


junction of the two different metals 


coming in the hottest area of the 
valve In about 1921, the high- 
tungsten steel, one-piece valve made 


its appearance. This material had 
high strength and extreme hardness, 
but lacked resistance to oxidation 
and corrosion With this valve 
came the very narrow seat, as this 
was necessary to maintain a seat. 
The narrow seat actually produce 
a seating operation on the valve. 
This type had a very hort life. Some 


experimenting with other alloys, 
such as cobalt chromium steels, was 
done about this time also with good 
results A real advance in valve 
steel, however, came sometime in 
1922, with the chrome silicon alloy 
which is a steel being used to great 
extent in the automotive field. Up 
to approximately three years ago lit 
was almost universally used. Met-| 


alurgical research and development 


by the valve companies 
mills during the last few years has| 
been responsible for the develop- | 


ment of steels with properties almost | 


unbelievable. and this development 
is continuing to keep pace with re- 
quirements. The heat resistant 
valve steels at the present time can 
be roughly classified under 
lowing groups: 

1. Chrome-silicon stee] in various 
combinations and percentages 
widely used at the present time. 
some of its forms it has very good 
heat and corrosion resistance, 
it sometimes fails in severe service, 
due to its low physical properties at 
elevated temperatures. 

2. Chrome-aluminum steels 
very good heat resistant properties, 
but are nol widely used. Certain 


steels in this group lend themselves | 


to nitriding, a case-hardening proc- 
esS that gives a very hard wear- 
resistant surface hardness, but as 
the use of ethyl] gasoline tends to 
reduce this hardness these steels 
have been losing favor. 

3. Chrome-silicon-copper 
adapted to use in 
field, having good physical and 
non-corrosive properties, along with 
an excellent resistance to any struc. 
tural change in service when proper 
heat treatments have been utilized. 

4. High chrome high nickel steels 
are used to some extent in aviation 
valves, but are lacking in certain 
heat treating properties. 


is well 


5. Cobalt-chrome steels were quite | 


prevalent at one time in aviation 
valves, particularly the salt-cooled 
type. The decreasing numbers of 
this type of valve would indicate a 
gradual discontinuance of these 
steels. They have fine heat treat- 
ing properties, particularly in devel- 
oping hardness, but are less heat 
resistant than some others. 

6. Chrome - nickel - silicon steels 
with the proper percentages of these 
elements represent in combination 
wilh the next group of chrome- 


and steel) 


the fol- | 


is | 
In | 


but | 


have | 


the automotive | 


nickel-silicon-tungsten, no doubt, the 
highest type of valve steels. They 
lare used almost exclusively in avia- 


| tion valves, where the extreme con- 
| ditions of service prevail. These 
difficult 


|steels are very expensive, 
ite machine and heat 

|; Valves made from them are expen- 
Prices list from $18 to $28 
as compared to 50 cents to 
automotive valves, gives 


| Sive, 
| each, 
| $1.50 for 
|some idea of relative cost. 
| alone is not responsible for these 
differences in prices, the design of | 


| 


Material | 


the valve being complicated and the | 
exacting dimensional tolerances and | 


tinish being largely responsible. 

7. Chrome-nickel-silicon-tungsten: 
Much the same holds true for this 
;class of steels as for those in 
| preceding class. Steels of certain 
lanalysis in this group, however, 
show higher strength at elevated) 
emperatures. 
| This is only a very rough group- | 
| ing of steel as, with the many com- 
| binations that are apparently possi- | 
ble with the different percentages 
of the different elements, 
| lines are indefinite. 

A satisfactory exhaust valve de- 
sign should aim to prevent the valve 
operating temperatures from rising 
above that allowable for the ma- 
terial from which the valve is made 
It is desirable to prevent heat ab- 
sorption, an dto aid in dissipating 
the heat absorbed by conduction to 
the cooler parts, the seat and the 
stem. The design should aim also 
to minimize the stresses that are 
present by reason of the mechanical 
actions described. 

The flatter the angle of the 
the faster does the effective open- 
ing of the valve take place, and the 
greater is the total effective open- 
ing of the valve with the same lift. 
Both are highly desirable features, 
from 
efficiency and of exhaust valve tem- 


perature. However, she flatter the 
seat, the greater the impact blow 
normal to the seat. If the valve 


seated uniformly, this would not be 
overly destructive, but with uneven 
seating, as there must be with clear- 
ance in the guides, this impact on 
the point contact often overstresses 
}the seat surfaces. The smaller the 
jangle also, the greater is the force 
necessary along the avis of the valve 
| stem to bring the valve into its seat. 
Flatter seats tend to increase the 
bending stress in the stem under 
| the head as well as put extra duty 
on the guide. The prevalence of the 
|45-degree angle for general purpose 
has much in its favor, Possibly, 
with improved design of valve action 
and further development of valve, 


the | 


| Raymond Boulevard, Newark. 
bounding 





FOUR MORE SIGNAL 
DEVICES APPROVED 
FOR NEW JERSEY 


Four more illuminated signal 
devices for trucks and buses have 
been approved by the New Jersey 
Motor Vehicle Commission, making 
a total of eight which have received 
official sanction. The new law goes 
into effect January 1, 1933. The 
latest to receive certificates of ap- | 
preval are: 

“Flash,” Kramer & Lange, Inc., of | 


’ 





treat, hence | 19 West 24th St., New York city. 


by the United 
of 


“Robert Bosch,” 
American Bosch 
Springfield, Mass. 

“Auto posts,” Autopost Company, | 
Inc., of 225 West 57th St., New York | 
city. 

“Bolton,” the Bolton Safety Signal | 
| Company, Inc., of Connecticut. 

Those previously announced as 
approved in Automotive Daily News 
recently are: 

“Melas,” by the National Signal 
Device Corporation, 60 Park Place, 
Newark. 

“Columbus Electric.” National 
|Signal Device Corporation, 60 Park 


Corporation 








| Place, Newark. 
“Wichway,’ Auto Signal Company, 
|6 Murray St., New York city. 
“Safeturn,” the Safeturn Signal | 


Corporation of New Jersey, of 241 | 

There is a provision in the law | 
that every commercial vehicle shall | 
be equipped with such device, “un- | 
less said vehicle has been examined | 
by the commissioner of motor | 
Vehicles of the State of New Jersey 
and has been specifically exempted 
from the provision of this section,” 
but according to Commissioner | 
Hoffman the Legislature has failed 
to provide funds for such inspec- 
tion. 

This exemption was to apply to | 


|commercial vehicles with bodies so | 


seat, | 


the standpoint of volumetric | 


| York gasoline trucks are prohibited 


| risk. If they came into the state 
without them they are liable to a | 
$50 fine. New Jersey gasoline tank 


| guide and seats materials, there will | 


be some tendency toward the 30 de- 


the flat seat. The 30-degree inlet 
| valve is quite common practice and 
}is entirely satisfactory because of 
) the low temperature. Flat-seat valves 
have one outstanding advantage— 
they cannot be installed out of 
alignment. 

Seat width determines the area of 
the seat surface that will be in con- 
tact with the cylinder seat, and the 
jlarger the area the greater the heat 
|transfer. Also, if the valve seated 
| uniformly, the larger area would re- 
iduce the impact seating blow per 
unit of area, but as uniform seating 
\is rare, this feature is not so im- 
portant. The wider the seat the less 
is the effective opening of the valve 
with the same lift. For heat trans- 
fer, there must be good contact be- 
tween the surfaces and with the 
| Widening of the seats, the unit pres- 
|Sure between the two seat surfaces 
becomes less, with the consequent 
possibility of poorer contact. Sev- 
eral factors, such as particular motor 
characteristics, valve and_ seat 
material and spring pressure govern 
this point of design. Seat widths, 
however, are wider today than those 
recommended a few years back. 
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gree seat, but relatively little toward | 


| 


| 





la One-inch pulling screw. 
}signed for 


‘hubs ‘that have wire wheels. 


constructed that a hand and arm | 


signal would be visible to the extent | 
of fifteen inches both to the front 
and rear. 

One thing has been made clear by | 
Commissioner Hoffman and that is | 
that applications for 1933 license 
made before January 1 are not af- | 
fected, whether the applicant has a] 
signal device on his commercial ve- | 
hicle or not. | 

After January 1, however, licenses | 
are not issued unless the law has | 
been complied with and the appli- | 
cant states so under oath. | 

Trucks and other commercial ve- | 
hicles from other states passing | 
through New Jersey also come under 
the provisions of the law and mus 
be equipped with approved signal 
devices as all New Jersey registered | 
vehicles of that type. 

What makes matters worse, New | 


from carrying signal] devices that are | 
lighted at night on account of fire 





trucks which enter New York with 
such equipment run the risk of a} 
fine of $100. 


UNIVERSAL HUB AND 
GEAR PULLER 


aan 


The Springfield Wheel Puller| 
Company, Springfield, O., is placing | 


'on the market a new universal hub | 


and gear puller. This device is made | 
of heavy steel and is equipped with | 
It is de-| 
service station use and} 
will, it is claimed, pull all automobile | 
It is 
easily adjusted and will pull a five, | 
six or seven-studded hub. It is | 
stated that the device will pull 98) 
per cent. of the 1931-32 wheels, as 
these cars do not have a threaded 
hub. It is necessary first to re- 
move the wheel from the hub or} 
drum and then attach the puller to| 
the stud boits. The weight is eleven | 
pounds, 


TRIPLE-A-SPECIALTY 
MAKES PERSONNEL CHANGES 
Chicago, Nov. 2. — The Triple-A- 





ithreads in the spring and hanger 


| ordinary 


|merely the insertion of the shackle 
lends on one side of the spring and 


| other 
| automatically 


| mandrel 


| drums of any automobile, truck and | | 40). and supplies 


|of which jobs can be done with the 
| South Bend brake drum lathe. 





Pressed Metal Licenses 
Thompson Products 


A license for the replacement sale 
‘of the new silent “U” spring shackle 
manufactured by Pressed Metals of 
America, Inc., Port Huron, Mich., 


has been granted to Thompson 
Products, Inc., accOrding to an an- 
nouncement today. 

The “U” shackle made its first 
appearance as original equipment 
on 1932 Plymouth cars, and is being 
tested at present by a number of 
| large production car builders. There 
are three pieces in the assembly, a 
forged U-shaped member’ with 
|threaded ends and two hardened 
steel bushings with outside and in- 
side threads. 

Assembled on the car, the inside 
thread of each bushing engages the 
|“U" threads, serving both as a bear- 
ing surface and as a means of hold- 
ing .the shackle in proper adjust- 
ment. The bushings cut their own 





eyes when installed, drawing the “U” 
member, inserted from the opposite 
side, into place. The closed end of 
each bushing is tapped for a lubri- 
cating point. 

Advantages claimed for the new 
|shackle are simplicity and a greatly 
increased bearing surface due to the | 
use of threads as compared with 
Straight surface spring 
bolts and bushings. The threaded 
surfaces also eliminate shackle side- | 
play and rattle. 

Installation is said to be excep- 
tionally rapid and simple, involving 





hanger and screwing in the thread- 
ed bushings with a wrench on the 
side. Spring and hanger are 
lined up as the two 
the shackle into 


bushings draw 


place. 


Brake Drum and Wheel | 
Servicing Bulletin | 


Information of value to the service . 
| Station operator, repair shop owner, | 
automotive dealer, jobber and others | 
is contained in brake drum bulletin | 
No, 4, just issued by the South Bend | 


| Lathe Works. 


In addition to describing and | 
pricing several sizes and types of the 
|South Bend brake drum lathe, this | 
bulletin explains thoroughly the} 
and adapter method of | 
mounting brake drums and hegenl 
in the lathe for servicing. The ex- 
planation is illustrated by several | 
photographs. 

A page of special interest to both | 
the shop owner and mechanic lists 
the correct size mandrel and bearing 
adapters to use in mounting the 


bus. This information is of value to! 
any shop doing brake drum work, 
regardless of what type of drum 
truing machine is used. 

Another page lists servicing book- 
lets available on many other jobs, 
such as crank shaft, flywheel, piston, 
differential and amateur work, all | 


| 


NEW VOCATIONAL BOOKLET | 


A new sixteen-page vocational | 
booklet, entitled “The FWD Six | 
Wheeler in Milk and Oil Service,” | 


has just been published by the Four 
Wheel Drive Auto Company of Clin- 
tonville, Wis. This booklet stresses 
the claims of greater safety, greater 
range of operation and_ greater 
economy made by the manufactur- 
ers and illustrates the points with 
drawings and photographs. 


FROST SHIELD 


The -Fulton Company of Milwau- 
kee is marketing a new model of 


| the Fulton electric sleet-frost shield. 


To help dealers interest motorists 
the Fulton Company furnishes a 


Specialty Company of this city has|complete dealer sales plan and ad- 


recently made some changes in field 
personnel. William R. Deutsch of 
Yonkers, N. Y., is now covering Met- 
ropolitan New York, New York state 
and New Jersey. 


vertising material based on prac- 
tical ideas used by dealers. This 
includes a display stand as well as 
window streamers, folders, post 
cards, all finished in colors. 
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BLACK AGAIN LEADS 
DUCO INDEX SHOWS 


Black has again wrested leader- 
ship from the blue cOlor family. 
This change is one of several im- 


portant reversals in consumer color 
preference on automotive products 
recorded at this time. 

The field of blue leaders remains 
essentially unaltered in the predom- 
inance of acceptance accorded blues 
of the purple variety. Significant, 
appropriate, congruous and fitting 
blue variations are amply provided 
for in the range of design and body 
style requirements in the flexible 
characteristics provided within each 
bluish hue. 

We still find strong chroma, 
median value color prominent in 
embellishing the sport type of car, 
low value strong chroma colors en- 
hancing the sales appeal of the more 
conventional sedan body styles, and 
modish weak chroma, low middle 
value colors with increasing fre- 
quency on coupes of short wheel- 
base. 

Black's current prominence is not 
regarded as a feature of much per- 
manence, because of the present ten- 
dency expressed among car builders 
to dress 1933 offerings in more 


| sporty, cheerier color regalia than 


they have dared to express on their 
products during the months when 
black appeared best expressive of 
the business outlook. 

Last month’s slackened rate of 
green’s decline has indeed been in- 
dicative of a resumption of demand 
for this hue as suggested. Green, 
in spite of the relatively small hum- 
ber of prominent constituents rep- 
resented in this month’s group of 
leaders, has abruptly returned to 
third place in consumer preference. 
Greens of yellowish hue continue in 
importance. With half of the big 


| loss sustained by this hue in the past 
|two months recovered, a continua- 


tion of green’s popularity in the 
immediate future appears assured. 


Cleaner for Hydraulic 
Brake Systems 


A new, improved type of Flush- 
Kleen machine for servicing hydrau- 
lic brake systems is being manufac- 
tured by the Lion Chain Company, 
Chicago, Ill. 

Portability, simplicity and com- 
pactness are a few of the teatures 
claimed for this model. A 110 volt 
alternating current, an improved 
'force pump, and new arrangeinent 
|of cleanser and liquid bottles make 
;}this machine superior to any pre- 
vious model. A hinged door in back 
of metal stand opens into a com- 
partment, which makes a conven- 
ient place to keep bleeder tubes, 


The design is such that the ma- 
chine can be rolled to the job, and 
one m to flush, cleanse 
and refill the internal mechanism 
of hydarulic brakes, completing the 
work in about twenty minutes. 

The Flush-Kleen machine forces 
system sours, thickens and becomes 
inefficient after six months of serv- 
ice and should be changed. © 


400 WELDERS HOLD 
3D ANNUAL REUNION 


Springfield, ll, Nov. 2,—Four 
hundred welders, mostly graduates 
of the Central Auto-Smith Welding 
Auto School, held their third an- 
nual reunion at the Central Auto 
Equipment Company, October 14. 

The day’s activities began at 10 
o'clock in the morning with A. Tur- 
ner, president and general manager, 
in charge. Factory experts from 
the Smith Welding Company of 
Minnesota, American Brass Com- 
pany of Kenosha, Wis.; Stoody Cor- 
poration. of Los Angeles, and the 
Alur. .um Company of America, 
Pittsburgh, Pa., gave lectures on the 
scientifie treatment of various 
metals and staged several clinical 
demonstrations. 
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